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U. S. Supreme Court 
Decides Important 
Case On Ship Fires 


Holds Shipowners Are Not Liable 
for Any Fire Losses Unless 
by Own Neglect 


CARGO UNDERWRITERS LOSE 


They Had Contended That Unsea- 
worthiness Should Have Been 
Recognized by Court 








The United States Supreme Court on 
Monday handed down what is generally 
considered one of the most important de- 
cisions affecting the liability of ship- 
owners for fire damage rendered in 
many years. In this particular suit of 
marine cargo underwriters, under sub- 
rogation rights, against the Ellerman’s 
Wilson Line, Ltd., the Supreme Court 
unanimously decided that under the so- 
called Federal fire statute a shipowner 
is not liable for any damage done by 
fire to cargo interests “unless such fire 
is caused by the design or neglect of 
such owner” or his managing officers or 
agents, 

Other employes are exempt. Prior to 
this decision the Federal Courts had 
gradually been reducing the rights of 
shipowners to limitations of liability for 
damage to cargo. 

Harter Act Does Not Apply 


In this case, that involving the vessel 
Galileo of the Ellerman’s Wilson Line, 
the cargo interests had brought suit 


against the shipowner on the ground 
that members of the ship’s crew had 
known that the vessel was unseaworthy 
before she left New York in August, 
1926, to burn and sink later at sea. The 
cargo underwriters relied upon the 
Harter Act and its provision that due 
diligence must be exercised to make a 
vessel seaworthy before leaving port. 
However, the Supreme Court, in sustain- 
ing the decisions of the lower Federal 
Courts, decided that the Harter Act does 
. it modify or repeal certain sections of 
he Federal laws including the fire stat- 
ute. Nothing in bills of lading deprives 
a ship-owner of the protection of the 
fire statute. 
_ About $1,000,000 in cargo claims were 
involved in the Galileo litigation. Be- 
sides that, several other suits for large 
sums of marine cargo underwriters 
against shipowners were being delayed 
until the Supreme Court gave its inter- 
pretation of the Federal fire statute. As 
this decision, written by Justice Bran- 
deis, reviews shipowners’ rights and re- 
states their limitation of liability it 
means a victory for vessel owners and a 
loss to cargo underwriters in these days 
of many costly fires on board ships. 
Marine underwriters still have legal 
tights to sue shipowners for lack of ex- 
*rcising due diligence to make vessels 


(Continued on Page 20) 
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His First Encouragement 


A happy day for the hopeful and rather dazed novice 
when he writes his first application and delivers his 
first policy and feels his first commission money. 
Usually now he needs his Gen- 
eral Agent’s or his Supervisor’s cooperation. He should 
be traveled with in at least his first few calls, to have 
the support of seasoned experience when, a bit sur- 
prised and perhaps a little dismayed, he meets the 
inevitable difficulties which that first case may not have 
presented. This trying time for even the most success- 
ful is much more so for embryonic underwriters who 
are being sent to the firing line. 
now, they will be there when the improvement comes 
and their advance will be more sure and their future 


first encouragement! 


more secure. 


These apprentices,—some of them finding our agency 
organizations their last employment resort or hope,— 


should have our wholly sympathetic care. 


THE PENN MUTUAL LIFE INSURANCE CO. 


Independence Square 


WM. A. LAW, President 


PHILADELPHIA 


His 


If they can hold it 
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Equitable Society 
To Convert Equity 
Into An Annuity 


Option Given of Life or Refund 
Annuity for Cash Sur- 
render Value 


ON FIFTH OR LATER YEARS 


Form Is Rider Which Will Be At- 
tached to a Particular 
Policy 











With a view of making more effective 
the old age protection of the individual 
under its various life policies the Equi- 
table Life Assurance Society is now pre- 
paring to allow a policyholder, between 
the ages of 50 and 70 inclusive, actually 
to convert the cash equity of his policy, 
if five years in force, into an annuity, 
either a Refund or Life Annuity and on 
In effect the policyholder 
does not buy a new Annuity contract, 


a net basis. 


but merely converts the equity under his 
life insurance policy, on a net basis, into 
a Life or Refund Annuity settlement on 
exactly the same terms as he would ex- 
ercise the retirement option under the 
Retirement Annuity when he reaches the 
desired age. 
quest signed by the insured and for- 
warded to a cashier of a managerial or 
general agency office of the Society a 
rider will be provided guaranteeing this 
privilege. 
Statement to the Field 

In a statement to the agency force of 
the Society Second Vice-President Al- 
bert G. Borden said in part: 


Upon the appropriate re- 


“We in the Equitable have continually 
stressed the fundamental, dual aspect of 
life insurance, as it relates to the home 
and to the policyholder himself. This 
new advanced step of the Society is but 
in line with a desire to broaden our fa- 
cilities for the benefit of the individual. 
You can now go to your prospect and 
your policyholder and demonstrate how 
perfectly our service not only functions 
in the protection of his home during the 
money making period of his life, but how 
perfectly the life insurance estate may 
be made to serve him in the retirement 
period of his life. It will be evident to 
you that with this additional option the 
life insurance policy will be of much 
more value to the insured than simply a 
deferred or Retirement Annuity as it 
will furnish both the immediate family 
protection and the means of ultimately 
obtaining the old age income.” 


The Rates 


The rates to be used in determining 
the amount of these annuities will be 
3% lower than the Society’s rates cur- 
rent at the time of such conversion, with 
an adjustment to provide an immediate 
payment, with the guarantee that the re- 

(Continued on Page 10) 
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it's 
Smart to be 
e ” 
efficient 
Pink Tooth Brush is nothing 
ANN OUNHCCH CNT compared to the high cost of in- 
efficiency! Four out of five are 
inefficient. Losing your hair is 
H E NEW l 9 3 3 MODEL OF a joke compared to losing your 
time! Inefficiency causes worse 
— Organized Service — has been than all the halitosis, B. O., 
pyorrhea, flat feet, nature in the 
designed, modeled, tried, tested and proven. raw, and stagnation of the ali- 
mentary canal put together. It 
It will be ready for delivery on December takes years off the leisure you 
; are justly entitled to. Efficiency 
25th-on a flying start for the New Year. eae wae he Ge te wees 
P ; . hobbies, your golf, the trip 
The closing unit system of production will nail “te: aii aatiains 
. : hi f life. , 
be installed in every office of The Keane- Pie ome eae 
your time “shopping around.” 
Patterson Agencies. In order to accomodate at you con ment shout your ae 
tertainment and fussy about 
the improvements, the Main Office at 34th your theatre ticket agency you 
can be just as choosey about 
Street will be entirely remodeled and en- yoist business, lier your Vile 
, lines through the Keane-Patter- 
larged to 130% of its former S1Ze. The son agencies. Let—organized 
. : , : service—do it for you. If you 
Keane-Patterson Agencies will continue in NaHS ahr ahactnT I ua 
‘ ‘ h f 
the future as in the past to keep, not just eeerdapelieanditeeaial 
member of our supervisory staff 
abreast of the times, but a step ahead. solange yi obits 
ines,—every conceivable form 
. oy of life insurance known to the 
This 1S civilized world. Save your time 
for your customers and we will 
get what your customers need. 
e e It’s smart to conserve your time. 
—Organized Service— If you’re smart you'll be ef- 
ficient! Shop at the Keane- 
225 WEST THIRTY-FOURTH STREET, NEW YORK CITY Patterson agencies! 
MERRY CHRISTMAS MERRY CHRISTMAS | 
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NEW ENGLAND MUTUAL MAKES 
SEVERAL AGENCY CHANGES 


Several general agency appointments 
at important points were made this week 
by the New England Mutual Life. The 
company is carrying out comprehensive 
production plans for next year and the 
field organization is particularly pleased 
with the decision of the company to 
continue the same dividends to its poli- 
cvholders at a time when the majority 
of companies are making, or planning, 
reductions. 

W. Watson House, Hartford 

To succeed George L. Hunt as general 
agent at Hartford, a post not filled since 
Mr. Hunt’s election as vice-president of 
the New England Mutual in May, 1931, 
the company has appointed W. Watson 
House. 

Mr. Hunt brought Mr. House into the 
business in 1929. He is a product of the 


training system of the company. When 
Mr. Hunt resigned the agency a year 


ago Mr. House was made director of 
sales. His work since then in this impor- 
tant and growing organization has been 
so effective that he has now been pro- 
moted to full charge. 

Mr. House is a native of New Britain, 
Conn., a graduate of Yale, 1913, and a 
member of Phi Beta Kappa. As an un- 
dergraduate he planned to go into ex- 
port selling and made a study of Latin- 
\merican history, under Senator Bing- 
ham, then a member of the Yale Fac- 
ulty. In 1914 he was sent by the Stanley 
Rule Co. to Europe, for eight months 
in Paris and Hamburg, preparatory to 
going to South America. The war broke 
up the export trade and changed Mr. 
House’s plans. 

For some years Mr. House was in 
manufacturing businesses as purchasing 
agent, as salesman and finally as pro- 
prietor. Since entering life insurance 
three years ago he has made an excel- 
lent record both as an agency organizer 
and as a leader of his men. He is promi- 
nent in Hartford affairs. Is first vice- 
president of the Hartford Life Under- 
writers Association and belongs to the 
General Agents Association of that city. 
He attended the summer school for man- 
agers at Babson Park, Mass., in 1931, 
and last June he took and passed the 
C.L.U. final examinations and was 
awarded the degree. He married Miss 
Mildred Schunack of Meriden in 1915, 
and has two fine boys. 


Frank M. See, St. Louis 


Frank M. See of St. Louis has been 
appointed by the New England Mutual 
as general agent in that city to succeed 
Lloyd B. Van da Linda, resigned. The 
appointment went into effect December 
1. Mr. Van da Linda continues with 
the organization as a special representa- 
tive. 

Mr. See brings to his new undertaking 
a broad practical experience in agency 
vork and in other phases of life insur- 
ance. He was born in Missouri in 1890, 
going through the public schools of. Jef- 
ferson City, Central College of Fayette, 
and the Law Department of Missouri 
State University. He began the practice 

‘law in 1911 and is a member of Phi 

‘elta Phi, the honorary law fraternity. 

He was elected public administrator of 
Mississippi County, Mo., city attorney 

Charleston for two terms, then county 
treasurer, from which he resigned to 
enter the Navy. While awaiting his call 
to active service he went to Nashville 
where Mrs. See’s father was general 
agent for the Massachusetts Mutual. 
During the following ninety days, before 





W. WATSON HOUSE 


receiving his commission, he became an 
agent and led the whole agency. 

After the war he returned to Nashville 
and was made agency supervisor and a 
year later, a partner. His most striking 
achievement was establishing a record in 
October, 1924—during that single month 
he procured applications for insurance 
from 328 individuals. 


He resigned in May, 1925, to join the 


FRANK M. SEE 


faculty of New York University to teach 
in the summer life insurance schools to 
be held in Buffalo, Rochester, New York, 
and Oklahoma City. In October of that 
year he became general agent of the 
Union Central in St. Louis. 

Mr. See is an underwriter of national 
prominence and has addressed numerous 
meetings and sales congresses in the 
United States and Canada. He is also 


Law Enforcement A Present Need 
In Opinion Of George B. Young 


The laws of this country will be en- 
forceable whenever there is a thoroughly 
aroused public opinion, declared George 
B. Young, National Life of Vermont 
general counsel, in addressing the Asso- 
ciation of Life Insurance Presidents at 
the Waldorf-Astoria Hotel, New York, 
last week. Mr. Young believes that there 
has not developed in the American -peo- 
ple adequate respect for law and estab- 
lished authority. 

Offering his conclusions on this point 
the National Life counsel said: 

“The law assures everyone the maxi- 
imum of opportur‘ty and security in life, 
liberty, and the pursuit of happiness. For 
this assurance to be realized we must 
nut behind the law a strong, honest pub- 
lic opinion for its enforcemen i 
opinion resulting from an honest desire 
to promote the best interests of the coun- 
try and not a propaganda-made opinion 
for the benefit of special interests. We 
must cultivate in ourselves and others 
a respect for and obedience to the law. 
We must exert our influence to support 
the law and to bring about the punish- 
ment of those who break or disregard 
it. By precept and example we must 
teach the younger generation to respect 
and obey the law, if we wish our insti- 
tutions to endure. 





Violations a Disgrace 
“Tt is a disgrace to our civilization that 
we permit so much violation of law. 
Gang rule, which seems to prev ail in so 
many of our cities and which is spread- 





YOUNG 


GEORGE B. 


ing somewhat to the rural districts, 
should not be tolerated. It is in our 
power to put an end to lawlessness. A 
thoroughly aroused public opinion, in- 
sisting on law enforcement, will end this 
excessive crime. We must educate the 
public and ourselves to a full realization 
(Continued on Page 7) 





a clear and forceful writer for insurance 
publications. In 1930 he received the 
degree of Chartered Life Underwriter. 

He has been president of the Nash- 
ville Life Underwriters Association, sec- 
retary and later president of the Tennes- 
see State Association and has served as 
national committeeman from the associa- 
tions of Nashville and St. Louis. He has 
taken a prominent part in the commu- 
nity life of St. Louis, being a member 
of many of the most important organi- 
zations in the city. 


Leicester D. Klous, Utica 


A new general agency will be opened 
January 1, 
at Utica, 


by the New England Mutual 
N. Y., which will be in charge 





LEICESTER D. KLOUS 


of Leicester D. Klous as general agent. 
Mr. Klous is one of the best-known in- 
surance men in Utica, in fact, his entire 
business life of twenty-two years has 
been spent in that city. Here he began 
his insurance career in 1910 as a sales- 
man for the Aetna Life. He was pro- 
moted through the organization becom- 
ing general agent in 1927. 

Mr. Klous was born in New York City, 
and was educated at Trinity and Dwight 
Schools, both widely known in educa- 
tional circles. Later he attended Penn- 
sylvania Military College at Chester, 
then under the direction of its founder, 
the famous Colonel Hyatt. Immediately 
after leaving college he removed to Utica 
and at once took a prominent position 
in the insurance field, organizing in 1911 
the local Association of Life Underwrit- 
ers thereby becoming one of the charter 
members. He served as president in 
1915. Mr. Klous is an active member 
of many civic and social organizations 
and societies in the city, and has played 
a useful part in the development of its 
community life. The new general agen- 
cy covers the counties of Clinton, Essex, 
Franklin, Herkimer, Lewis, Oneida, Ot- 
sego and St. Lawrence. 


E. M. Spence and H. Drew Lapp 


Eber M. Spence, general agent of the 
New England Mutual at Decatur, III., has 
been transferred to the larger field of 
Indianapolis where he has been made 


(Continued on Page 7) 
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Four States Examine 
New World of Seattle 


PRAISE FOR ADMINISTRATION 





None of Company’s Bonds in Default; 
Company Has Assets of Nearly 
$11,000,000 





The Insurance Departments of Wash- 
ington, Oregon, California and Wiscon- 
sin have completed their report’ on the 
New World Life. Admitted assets have 
grown from $843,026 in 1912 to $10,461,244 
as of June 30, 1932. Insurance in force 
is $47,705,768. Surplus June 30, 1932, was 
$636,391. The conclusion of the exam- 
iners follows: 

“The result of this examination shows 
that the affairs of the New World Life 
have been carefully and conservatively 
administered. With a paid in capital and 
surplus in excess of $1,750,000 the policy- 
holders are amply protected, and the 
company is in a position to render serv- 
ice of a high order to its policyholders.” 

None of the company’s bonds are in 
default. The new Seattle municipal 
home loans, which constitute 90% of the 
total loan account, are made under a 
protective plan whereby the borrower 
takes out a life policy to protect the loan. 
Interest is at 6% and the loans usually 
run 144 months. 

President Cadigan said this week that 
the loans to policyholders have been 
diminishing in a most encouraging man- 
ner. 





BLOOD POISON DECISION 


Minnesota Supreme Court Holds Re- 
covery May Be Had Under Double 
Indemnity Clause 


When death occurs from blood poison- 
ing resulting from the squeezing of a 
pimple by a nurse, recovery may be had 
for accidental death under the double in- 
demnity clause of a life insurance policy. 
the Minnesota Supreme Court has held 
in the case of Strommen et al. v. Pru- 
dential. 

The policy provided that double in- 
demnity would be paid if death of the 
insured is “the result, directly and inde- 
pendently of all other causes, of bodilv 
injuries, effected solely through external, 
violent and accidental means, of which 
* * * there is a visible contusion or 
wound on the exterior of the body * * *” 

The insured was treated by a nurse 
and doctor at the medical department of 
his employer. The nurse pressed out pus 
from a pimple on his cheek. Blood pois- 
oning developed and this was followed 
by pneumonia, although the medical tes- 
timony was to the effect that the former 
was the cause of the insured’s death. 





TO STAGE CHRISTMAS PAGEANT 


Elaborate preparations are under way 
for a Christmas pageant in costume to 
be given by the home office employes of 
the Mutual Benefit Life at the company’s 
Christmas service which will be held in 
the home office in Newark. The affair 
is being rehearsed under the direction of 
James Philipson, the company’s organist. 


Nearly $100,000 in excess 


of premiums received 


was paid out by the Sun Life to beneficiaries of 
twenty men who were in perfect health a year ago 
but who lived to pay ONLY ONE PREMIUM. 
Ten died as the result of accidents; ten from nat- 


ural causes. 


In paying these claims promptly and willingly, the Sun Life 
was fulfilling the function for which life insurance was 


instituted. 


Life Insurance puts the strength of men standing 
together behind the frailty of one man standing 


alone. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


Head Office: Montreal 


EXCHANGE MANAGEMENT IDEAS 


Connecticut Mutual General Agents of 
New York Meet with Home Office 
Agency Officials 





Connecticut Mutual general agents of 


New York City got together last Sat- 
urday for an all-day conference at the 
Hotel McAlpin to exchange ideas on 
agency management. A conference had 
been held by the same group last De- 
cember and proved to be very beneficial. 
The home office was represented by 
Vincent B. Coffin, superintendent of 
agencies; Fred O. Lyter, assistant su- 
perintendent of agencies; George F. B. 
Smith, and Edward C. Anderson, agency 
assistants. Also present was Charles J. 
Zimmerman, general agent in Newark. 





G. H. SIMONDS DEAD 


George H. Simonds, retired Newark 
life insurance man, died Sunday in Or- 
lando, Fla., at the age of eighty-one. Mr. 
Simonds was for many years general 
agent for the Home Life in Newark and 
moved to Florida three years ago. - 





AARON FOX IN INSURANCE 

One of the new members of the Harry 
Jacoby Agency of the Home Life in 
New York City is Aaron Fox, brother 
of the film magnate, William Fox, and 
formerly vice-president and treasurer of 
the Fox Films. Mr. Fox joined the 
agency the first week in December and 
in his first ten days in the business se- 
cured applications for $250,000 of new 
business. 





EMPLOYING MANY NEW AGENTS 

Appointment of new agents in Novem- 
ber by the Lincoln National was 60% 
over the figure for the same month of 
1931. The company’s general agents are 
capitalizing on the fact that there are 
a large number of desirable men, former- 
ly in other occupations, available at the 
present time. 


35 YEARS WITH PENN MUTUAL 

George R. White, actuary, and Charles 
A. Wood, assistant secretary, of the 
Penn Mutual Life have recently attained 
their thirty-fifth anniversaries of serv- 
ice with the company. 





Union Central Had 

Big Nov. Business 
BEST IN EIGHTEEN MONTHS 
President Cox Attributes Results io 


Advertising and Me ized Sell- 
ing; Knight Agency Leader 








The production forces of the Union 
Central Life paid for more than $12,700,- 
000 of new business in November, to 
exceed not only the first ten months of 
1932 but every other month since April 
of 1931 as well, a period of eighteen 
months. The company’s paid-for last 
month exceeded every other November 
since 1929, topping 1931 by a 21% margin 
and 1930 by nearly $500,000 in volume. 

President W. Howard Cox credits a 
substantial part of these gains to the 
aggressive national advertising campaign 
of the company and its new method of 
merchandized selling. “We are highly 
proud of this record,” he says, “because 
much of it is directly attributable to the 
sale program we conceived and adopted 
early this year and more than justifies 
the faith we had in this program.” 

The Charles B. Knight Agency in New 
York City led the entire company in 
November paid-for with $2,437,920, its 
largest month since February and a gain 
over last November. The Chicago agen- 
cy’s volume was $744,626, an increase of 
more than 20% over November, 1931. 
Other leading agencies were Atlanta with 
$592,344 which was more than four times 
its production for the same period last 
year; Memphis with $503,000, its largest 
month for more than three years; Cin- 
cinnati with $562,453 and New Orleans 
with $401,742. 

With only one month of 1932 remain- 
ing, twenty-six Union Central agencies 
showed gains over the first eleven 
months of 1931. The following agencies 
had large margins over the first eleven 
months of 1931 and are sure to close 
the year ahead: Chicago, Cincinnati, At- 
lanta, San Antonio, Memphis, New Or- 
leans, Birmingham, Indianapolis, Little 
Rock, Polo, Ill., Oklahoma City, Grand 
Rapids, Kansas City, Davenport and 
Jacksonville, Fla. 


APP-A-WEEK RECORDS 

The California agency of the State 
Life of Indianapolis has in its ranks 
nine veteran members of the App-A- 
Week Club, each of whom has written 
one or more applications a week for more 
than a year. A. L. Sullenger of Eureka 
leads the list with 379 weeks of continu- 
ous production, and is closely followed 
by Paul Paul, with 365 weeks. Mr. Paul 
has also the honor to lead California’s 
Two-Apps-A-Week Club with a record 
of 204 veeks, practically four years of 
two sales a week. 








The following have been promoted to 
assistant superintendents by the Pruden- 
tial: Leonard H. Elkire, Pasadena, Calif.; 
R. G. Pendergast, Easton, Pa.; Alfred 
Lupori, Monessen, Pa.; Charles P. Dahl- 
mann, Jeanette, Pa.; John C. Patterson, 
Piedmont, W. Va., and Raymond T. Lee, 
Pittsburgh, No. 3. 





Finesse— 


endured? 








and difficult to cajole into the light of day? 


men and women who seek the ideal conservative route to sound inv 


— 


The trembling timidity of Mr. Average Man’s dollar in these chaotic days is no fit subject for the lampoons of the shallow optimist, neither is it 
cause for hysterical grief on the part of the professional dollar-puller. Looked at sanely, calmly, di jionately 
Why shouldn’t it shrink from strangers after the bitter beatings our speculation-crazed wealth has 





These fear-ridden, cowering dollars must be treated with delicate finesse, instead of blatant ballyhoo and force, if they are to emerge from their 
retreats and go back to work safely—free from restiveness. Life insurance and annuities offer the sympathetic, guiding hand of helpfulness to 





t and independ 


t old age. 


And the new American Central Endowment Certificates are the last word in safety for the small or large buyer who wants all the security of life 
insurance, without a long-term commitment on his part. 


why shouldn’t money be shy 








AMERICAN CENTRAL LIFE INSURANCE COMPANY 
Indianapolis, Indiana 
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Legislation Suggested 
To Curb Suicide Cases 


FURNISH COMPANIES PROBLEM 





Francis O. Ayres Refers to Problem in 
St. Louis Address; Sees Business 
Horizon Clearing 





The detrimental influence of suicides 
on the life insurance business was 
stressed by Francis O. Ayres, vice- 
president of the Metropolitan Life, in 
an address given before St. Louis repre- 
sentatives of the company last Satur- 
day. Legislation was mentioned as a 
possible means of curbing the number 
of cases in which heavily insured per- 
sons commit suicide and pass their 
financial burdens on to life companies. 

Mr. Ayres pointed out that while the 
number of suicides during the past three 
years was not more than a meager frac- 
tion of the total mortality of the life 
companies the majority of them were 
men who carried life insurance in ex- 
ceedingly large amounts. He said that 
while the suicide cases had not material- 
ly injured the immense business of the 
companies such cases have made them- 
selves felt, however. “There is no way 
on earth to figure mortality percentages 
on suicide,” he added. 

Although not  over-optimistic, Mr. 
Ayres expressed the belief that business 
is notably better than at this time a 
year ago. “There seems to be a definite, 
if slow upturn,” he said. “During the 
past four or five months there has been 
a decrease of from 10% to 12% in bor- 
rowing on life policies, an indication of 
improved conditions. 

Await Washington Changes 

“At the present time things may seem 
to be somewhat slow. That is because 
industrial, commercial and financial lead- 
ers are virtually marking time until the 
new administration takes office at Wash- 
ington. They want to know what the 
new national policies of government will 
be before they prepare for the future. 
Next Spring, I feel, the whole economic 
horizon should clear perceptibly. A 
change must be imminent. 

“Foreign conditions and the interna- 
tional debt auestion have some bearing 
on hard times. And people aren’t using 
their money. Everywhere I go the sav- 
ings banks are overflowing. But I could 
not name any one of several factors re- 
sponsible for business conditions. No 
more could I offer any single remedy. 
The remedy must come from many 
things working together. For one thing 
there must be a revival of general con- 
fidence among the people.” 

Mr. Ayres, who has been with the 
Metropolitan for the past forty years, is 
retiring from active service at the end 
of this month. 





T. A. Buckner on Suicides 


In the course of his remarks as 
chairman of the convention of the As- 
sociation of Life Insurance Presidents 
in New York last week T. A. Buckner, 
president of the New York Life, said, 
“T believe that the mortality from sui- 
cides could be largely reduced if life 
insurance companies would stop insur- 
ing against suicide and pay only cash 
values in cases of death from suicide.” 











W. S. GAYLORD ANNIVERSARY 

W. S. Gaylord, vice-president and sec- 
retary of the Home Life of New York, 
recently completed thirty years of serv- 
ice with the company. Commenting on 
his business experiences in the company’s 
magazine Mr. Gaylord says: “The old 
days were good days but today and to- 
morrow will surpass them.” 





OKLAHOMA SALES CONGRESS 

The annual sales congress of the Okla- 
homa Association of Life Underwriters, 
announced for January 21, 1933, has been 
postponed until Saturday, January 28. 


Elect Harold Cooley 
As Boston Ass’n Head 


———_— 


WITH NEW ENGLAND MUTUAL 


James Woodhouse and Joshua B. Clark, 
Vice-Presidents; James Gridley, 
Secretary and Treasurer 








Harold Cooley, New England Mutual 
Life, was elected president of the Bos- 
ton Life Underwriters Association at the 
annual meeting December 15. Following 
the election there was a banquet in the 
Hotel Statler, attended by 500 persons 
who heard M. Albert Linton, president 
of the Provident Mutual, discuss “Secur- 
ity Plus For the American Family.” V. 


W. Kenney, Connecticut Mutual, is the 
retiring president. Others elected are 
James Woodhouse, Union Central, vice- 
president; Joshua B. Clark, State Mutual, 
second vice-president; James Gridley, 
Connecticut General, secretary and treas- 
urer. Simon D. Weisman, Equitable, 
was chosen chairman of the executive 
committee. He is the recently elected 
president of the Boston chapter of the 
Chartered Life Underwriters. 

The executive committee includes Ar- 
thur Murphy, manager, South Boston 
district, Metropolitan Life; Clarence W. 
Wyatt, John Hancock; George Smith, 
New York Life; Manuel Camps, Jr., 
Penn Mutual; Ben Badenock, North- 
western Mutual; and Wallace Watson, 
the Phoenix Mutual. 

M. A. Linton Speaks on Security 


President Linton gave an inspiring ad- 
dress on security for the American fam- 
ily, which was similar to his discussion of 
the same subject before the Life Presi- 
dents’ convention. 

The committee in charge of the dinner 
included Charles Gilman, National Life 
of Vermont; J. M. Woodhouse, Union 
Central, and Simon D. Weisman. 

During the business meeting the mem- 
bers of the association heard the pleas- 
ant announcement that the executive 
committee had declared a 35% dividend 
to the twenty-one general agents and 
managers who had pledged varying 
amounts to help carry on the work of 
the association during the past year. 

The financial supporters who aided the 
association by pledges over and above 
their dues were 

Place Brothers, Aetna Life; Harry Storck, 
Berkshire Life; James Gridley, Connecticut 
General; Albert Farnsworth, Equitable; Charles 
Townsend, Equitable; Charles Ide, Massachu- 
setts Mutual; Floyd de Groat, Mutual Bene- 
fit; L. R. Lunoe, Mutual Trust; C. F. Robjent, 
State Mutual; F. C. Mann, Prudential; Paul 
Clark, John Hancock; John C. Paige & Co.; 
Metropolitan Managers Association; W. N. 
Watson, Phoenix Mutual; R. H. Clark, John 
Hancock; J. E. D. Jones, Equitable; V. W. 
Kenney, Connecticut Mutual; Nelson and 
Blackmur, Massachusetts Mutual; A. M. Ham- 
mer, Provident Mutual; J. M. Woodhouse, 
Union Central; Moore and Summers, New Eng- 
land Mutual; D. A. Cameron, Sun Life; C. C. 
Gammons, National Life; W. E. Hewitt, Equi- 
table; and S. S. Dodd, Guardian Life. 





NATIONAL GUARDIAN MEET 

The National Guardian Life Insurance 
Co. held a two-day conference for 
agency leaders here December 14 and 15 
to discuss plans for business during 1933. 
Speakers included George A. Bois- 
sard, president of the company; Richard 
Boissard, vice-president; C. M. Kremer, 
agency superintendent; Paul F. Crane- 
field, assistant secretary; and A. G. 
Schmedeman, Jr., assistant agency sec- 
retary. 


MAX J. HANCEL LUNCHEON 

At a luncheon on board the steamship 
Monarch of Bermuda last Tuesdav, Max 
J. Hancel, manager of the Continental 
American, 120 Broadway, New York, in- 
troduced to the members of the agency 
and other guests Matthew J. Lauer, who 
will be associated as a partner in the 
management of the Continental Ameri- 
can New York agency. 
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to choose from 


Jim Dunbar overlooked providing Bill Coyne, on Easy Street at 60, 
Back because he started a Guardian 

Retirement Income plan, 24 years 
where he was 20 years ago. ago. 


for a guaranteed income. 


Unit No. 3 of the Guardian Direct-to-Prospect 
campaign invites the prospect to choose, then 
shows how comparatively easy it is to fulfill his 
inevitable choice. No mere theories. Every word 
tells facts that no one can deny. The power of 
directness, skillfully applied to avoid antagonism, 
is the secret of successful advertising in 1932. This 
is a part of the Guardian “Agent-Viewpoint 
Advertising Plan,” released for Guardian Agents 


by 


THE GUARDIAN LIFE 
INSURANCE COMPANY OF AMERICA 


' New York 


Da 


50 Union SQuaRE 


GUARDIAN LIFE 


Step 
by step, 
the Guardian 











Direct-to-Prospect 
Plan 
leads the way 
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“Life Insurance Week” 
Set for Mid-April 


CANADIANS TO CO-OPERATE 





Chairman Holderness Announces Cam- 
paign for April 17-22; Succeeds 
Former “Life Insurance Day” 





The period of April 17 to April 22, 
1933, will be set aside as “Life Insur- 
ance Week” by the business and a spe- 
cial educational campaign will be con- 
ducted during this period. Announce- 
ment to such effect has been made by 
H. M. Holderness, superintendent of 
agencies, Connecticut Mutual, who is 
chairman of the committee which is mak- 
ing preparations for the event. 

The Life Agency Officers of Canada 
will join with their American associates 
in pushing the movement, which will be 
given nation-wide publicity. The six-day 
period and its activities will be known 
as “Financial Independence Through Life 
Insurance—April 17-22, 1933.” 

Last winter, on January 21, Life In- 
surance Day in Thrift Week, a similar 
snecial emphasis was placed upon the in- 
fluence of life insurance as a factor in 
the economic life of our people. The 
imnortance of lif@ insurance is too sig- 
nificant, and the expenditure of effort and 
money too great, to warrant the restric- 
tion of these activities to a single dav, 
the production heads of the business feel. 
It is unon this basis that life insurance 
has withdrawn its active sunport from the 
program of the National Thrift Commit- 
tee, in the celebration of “Life Insurance 
Day.” 

Local life underwriters’ associations will 
still co-operate in their respective com- 
munities with the educational activities 
of local thrift agencies, durng the period 
of January 17-23, 1933. While the thou- 
sands of life insurance agents are urged 
to reserve their supreme expenditure of 
effort and money for life insurance’s own 
celebration in April, it is obvious that life 
underwriters must play a generous part 
in any national movement which has as 
its objective the formation of habits 
which lead to financial independence and 
the building of personal economic se- 
curity. 








Life Presidents Ass’n 
Elects Officers For 1932 





At the business meeting of the Asso- 
ciation of Life Insurance Presidents at 
the close of the convention last week the 
following executive committee was elect- 
ed for the ensuing year: George T. 
Wight, New York, chairman; Thomas A. 
Buckner, New York: George I. Cochran, 
Los Angeles; W. Howard Cox, Cincin- 
nati: Edward D. Duffield. Newark: 
Frederick H. Ecker, New York; John R. 
Hardin, Newark; David F. Houston, New 
York: Fred A. Howland, Montnelier; 
Thomas I. Parkinson. New York: George 
W. Smith, Boston; L. Edmund Zacher, 
Hartford. 

The following officers of the associa- 
tion were elected for the ensuing year: 
George T. Wieht. secretary and mana- 
ger: Vincent P. Whitsitt, assistant man- 
ager and general counsel; Bruce EF. 
Shenherd, actuary; Hobart S. Weaver, 
attornev: Charles F. Creswell, statisti- 
cion: Mott A. Brooks, assistant secre- 
tarv: Robert B. Crane, assistant secre- 
torv. 


LA.C. COMMITTEE CHAIRMEN 

The followine chairmen for the five 
sectional membershin committees of the 
(Life) Insurance Advertising Conference 
have been appointed by K. H. Mathns 
Connecticut Mutual. vice-president of the 
Conference: Eastern. D. Bobh Slatterv. 
Penn Mutual: Pacific, C. T. D. Moore. 
Pacific Mutual: Southern, Tohn Murnhv 
Pan-American: Western, S. A. Swisher, 
Tr.. Equitable of Towa: and Canadian. 
Clifford Elvins, Imperial Life, Toronto 











Golden Hill 


At Fulton and William Streets 
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Here’s “Health Insurance” 


That Costs You Nothing! 


wan you eat in Childs Golden Hill Restaurant, you 
g 


et more than merely “good” food ...You get the 
finest food that can be had .. . wholesome, pure ingredients 
made into delectable dishes ... deliciously cooked .. . delight- 
fully served . . . amid pleasant, congenial surroundings. 

You get “Health Insurance” in terms of best food ...and 
that “Health Insurance” costs you no more... for Childs 
prices are consistently and contemporarily moderate. 

You'll like eating in Childs Golden Hill ...You’ll like 
meeting your friends here . . . You'll find the lower Colonial 
Dining Room ideal for small conference groups . . . and the 
semi-private accommodations for special occasions have made 
the Golden Hill the favorite downtown banquet place for 
larger gatherings. 


Or, when you’re in a special 
hurry...try the Luncheonette 


BREAKFAST LUNCH TEA DINNER 





THE NATION’S HOST FROM COAST TO COAST 
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Describe Advertising 
Plans at Life Meet 


AIDS IN SALES PROMOTION 


B. N. Mills and T. M. Rodlun Tell of 
Company Innovations Which Are 
Bringing Results 








Two of the most interesting talks given 
at the meeting of the Life Group of the 
Insurance Advertising Conference jn 
New York City last week were those of 
Bert N. Mills, secretary, Bankers Lijec 
and T. M. Rodlun, advertising manag r 
Acacia Mutual. s 

Mr. Mills described his award-winning 
sales promotion campaign, “Painting the 
Rainbow,” designed to get agents to cal] 
on policyholders. The company had an 
oversupply of an illustrated letter called 
the Rainbow Letter and built its plan 
around this letter. Concentration ws 
fixed upon the keynote sentence, “Hu- 
man happiness rises high above all ma- 
terial things,” and there was worked out 
a definite individual message to each pol- 
icyholder upon whom the salesmen would 
call. This message was included as part 
of a sales portfolio used by the agent 
in his presentation. 

“The results were exceedingly favor- 
able,” Mr. Mills said, “not only for the 
one month but for two months and even 
beyond. Primarily, of course, the suc- 
cess came from the fact that calls were 
induced. The actual use of the portfolio 
proved definitely helpful, of course, in the 
case of the salesman who thought it was 
a good idea. ... The game element was 
added by a system of report and ac- 
knowledgment cards, with a handsome 
certificate at the end for each man who 
wrote seven applications. 

““Painting the Rainbow’ was a good 
headline for our story. The story was 
one which moved our men to action be- 
cause it was a plain tale plainly told. The 
material elements were colorful and the 


heart of the whole story was a high 
ideal.” 


Acacia’s Mail Advertising 


Mr. Rodlun described the Acacia Mu- 
tual’s mail advertising outfit. “If we 
bring color in thought and appearance, 
plus variety in thought and appearance, 
to aid us in selling, we should sell more 
and faster,” Mr. Rodlun said. “On the 
above foundation, Acacia’s mail adver- 
tising system is built. 

“Acting on the principle that our ideas 
should be clearly conveyed to the agents, 
sold to them, in fact, with as much ad- 
vertising force as we expected them to 
put behind their efforts to sell life in- 
surance to their prospects, we sent out a 
number of bulletins in advance of the 
new mail advertising outfit. 

“I want to tell you about an impor- 
tant feature of the advertising outfit. If 
we can economically present the agent’s 
name so that it is seen at least once by 
the prospect, preferably twice or more, 
the agent benefits. If we then can con- 
nect these impressions of his name with 
features of our proposition which go part 
of the way towards a sale, or the elimi- 
nation of the prospect, or the determi- 
nation of a future back-call date, we 
have done the agent a service which 
when multiplied by the number of pros- 
pects he uses the plan on, is translated 
into commissions for his pocketbook. 

“To get one of the name impressions 
for the agent, we decided to handwrite 
his name in ink on the outside of tlie 
envelope received by his prospect. In 
order to get another repetition of his 
name, with a possibility of many more, 
we added what we call a “Silver Shingle” 
on which is placed the agent’s name, |)!s 
connection with Acacia, telephone num- 
ber, office address, town and state. The 
shingle is printed on silver paper surface 
blotting stock. In small type on the 
shingle itself we tell the prospect that 
the shingle can serve as a bookmark as 
well as a blotter. In this way we figure 
that its unusual appearance, together 
with its suggested utility value, will cause 
the ‘Silver Shingle’ to be kept and keep 
on advertising the agent’s name.” 
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Prominent Speakers at 
Conn. Insurance Event 


HUEBNER LEADS LIFE SESSION 





Com-nissioners Dunham and Brown on 
Program; Governor Cross Talks 
at Luncheon 





Dr. S. S. Huebner, insurance professor 
of the University of Pennsylvania and 
dean of the American College of Life 
Underwriters, was the chief representa- 
- of life insurance at the meetings 

eld in Hartford yesterday in conjunc- 
tion with the eighth annual Connecticut 
Insurance Day program, He addressed 
the morning session on “Business De- 

ressions and Insurance,” and led the 
discussion at a group meeting of life rep- 
resentatives in the afternoon. George L. 
Hunt, vice-president, New England Mu- 
tual, was chairman at this session. 

This year’s Insurance Day meetings 
were held at the Aetna Life home office 
and there was a large representation of 
isurance men from various parts of 
Connecticut. Among the prominent 
speakers heard during the day were Gov- 
ernor Wilbur L. Cross, William Lyon 
Phelps, Lamson Professor of English, 
Vale University; Paul L. Haid, president, 
Insurance Executives Association, and 
Howard P. Dunham and Martin L. 
Brown, insurance commissioners of Con- 
necticut and Massachusetts. 

The life companies of Connecticut were 
represented on the committee which ar- 
ranged the program by M. Clark Ter- 
rill, second vice-president, Phoenix Mu- 
tual, and John M. Laird, vice-president, 
Connecticut General; the Connecticut 
Life Underwriters Association, by Alex- 
ander Stoltz, Charles Oakes and Louis 
M. Crandall. George E. Turner, presi- 
dent, First Reinsurance of Hartford, was 
general chairman of the affair and gave 
the address of welcome. 





New England Changes 


(Continued from Page 3) 
supervisor of the William H. Meub 
Agency. 

The company has appointed H. Drew 
Lapp as general agent in Decatur, ef- 
fective December 15. Mr. Lapp has had 
twenty years’ life insurance experience 
in Illinois. Recently he has been living 
in Chicago and working through the state 
as an independent broker, giving a con- 
siderable part of his business to Mr. 
Swanson, New England Mutual general 
agent in Chicago. 

Mr. Lapp was born in Quincy, IIL, in 
1887, and lived there until 1916. In ad- 
dition to high school he took special 
courses in salesmanship and advertising 
in the National Business College at 
Quincy and studied the Sheldon and 
Norval Hawkins courses. His knowledge 
of the business is broad and practical 
and his acquaintance with the vast net- 
work of towns and farming communities 
that comprise the great corn belt of 
southern Illinois is extensive and valu- 
able. His clientele includes many of the 
leading business men of this section. 





Law Enforcement 


(Continued from Page 3) 

oft what the law means to all of us. Main- 

enance of law is essential to the preser- 
vation of our liberty. Eternal vigilance 
is the price of liberty. 

“When we realize that our duty as 
citizens requires the utmost respect and 
regard for the law and for the instru- 
ments by which it is enforced, when we 
learn to respect the courts, to insist upon 
: nesty, character, and integrity in the 

en who sit upon the bench, the prompt 
and efficient prosecution of crime, the 
early determination of right and the cer- 
tainty of justice to those who violate the 
law, then the law will become in fact 
W hat it now is in theory, the bulwark 
of our liberty, the security of our lives 
and homes, of our happiness and of our 
possessions, the guardian of security.” 


Inter-Southern Receivers 


Would Sue Stockholders 


Hearing of the suit of the Fidelity and 
Columbia Trust Co. and _ Lieutenant 
Governor A. B. Chandler, co-receivers of 
the Inter-Southern Life, for authority to 
assess Inter-Southern stockholders maxi- 
mum liability on $3,000,000 of stock, was 
passed by Circuit Judge H. Church Ford 
until December 20. 

In the meantime counsel for the re- 
ceivers and for Richard B. Crawford, 
Louisville stockholder, will negotiate con- 
cerning a $135,000 claim of the Security 
Life of Chicago, which also is in receiver- 
ship, against the Inter-Southern. 

The Security Life, the principal stock- 
holder in the Inter-Southern, holds ten 
mortgages on Inter-Southern real estate 
as collateral security, Inter-Southern re- 
ceivers said. They charged the Security 
Life receiver was threatening to sell the 
collateral at a sacrifice. Authority espe- 
cially to assess double liability on the 
stock held by the Security Life receiver 
was asked. 


NEW BROOKLYN 
Life 





ORGANIZATION 





Supervisors Association Formed; 

Robert C. Buckley, Aetna Life, 
Named First President 

A new organization to be known as 
‘the Life Supervisors Association of 
Brooklyn has been organized. The first 
regular meeting was held on Wednesday 
at the Hotel Pierrepont with a good- 
sized representation of Brooklyn and 
Long Island agencies present. Meetings 
will be held the second Wednesday in 
each month. 

Robert C. Buckley, Aetna Life, was 
elected president; Albert S. Rifkin, New 
England Mutual, vice-president, and 
Thomas Malone, Mutual Life, secretary- 
treasurer. Ellis Lehman, Massachusetts 
Mutual, was named head of the enter- 
tainment committee, and Samuel Gold- 
berg, Travelers, of that on _ business 
practices. 


NORTHERN STATES’ RECEIVERS 

In Chicago this week Judge Walter C. 
Lindley of the United States District 
Court appointed John A. Massen, Chi- 
cago alderman and receiver of the Se- 
curity Life of America, receiver of the 
Northern States Life of Hammond, Ind. 
Another move was made at Hammond 
where Judge Maurice E. Crites declared 
the company insolvent and appointed 
John E. Northlartd receiver. 








NEW YORK LIFE DIVIDENDS 

The New York Life has adopted a new 
scale of dividends for the first quarter 
of 1933. In general the dividends will be 
90% of those distributed in 1932. 
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Several years experience with general agent as private 
secretary. Complete knowledge of all details and 
aspects of life insurance. Valuable assistant to pro- | 


duction man or company executive. Highest refer- 
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Wisconsin Won’t Follow 


Convention Valuations 
Commissioner Harry J. Mortensen of 
Wisconsin is sending out a letter to com- 
panies this week informing them that 
the Wisconsin Department will not abide 
by the resolution of the Insurance Com- 
missioners Convention in New York 
adopting the 1931 valuation basis for se- 
curities. Commissioner Mortensen is 
against accepting an eighteen month old 


statement as a true picture of a com- 
pany’s condition. He said his Depart- 
ment will use discretion in regard to an- 
nual statements and not compel compa- 
nies to liquidate but that will not excuse 
companies from giving the Department 
a true picture of their condition. 





MASS. MUTUAL APPOINTMENT 


Charles B. Richardson, for many years 
general agent at Richmond, Va., for the 
Massachusetts Mutual, will retire from 
the post January 1. He will be suc- 
ceeded by James W. Tyson, who is to be 
transferred from the company’s Memphis 
agency with which he has been asso- 
ciated for some time. 





NOV. BUSINESS DOWN 20% 

New life insurance production in No- 
vember was 20.7% less than that of No- 
vember, 1931, according to the late figures 
of the Association of Life Presidents. 
The total for the first eleven months was 
16.1% below that for the same period 
of last year. 


GENERAL AGENTS DINED 





Good Fellowship in Evidence at Party 
Held by Life Supervisors Assn. 
of New York 

The good relations which 
tween life insurance men in the city of 
New York are definitely furthered by 
erganizations such as the Life Super- 
visors Association, which has in_ its 
membership representatives of most of 
the leading agencies of the city. 

And parties such as the one this asso- 
ciation put on Tuesday evening at the 
Phi Gamma Delta Club are a big factor 
in establishing these relations. There 
were about seventy at the affair includ- 
ing general agents and managers repre- 
sented in the membership who were the 
special guests of the evening. The 
speech-making was limited, but those 
called on got a warm reception. 

Among those who Philip F. Hodes, as- 
sistant manager, Wells Agency, Nation- 
al Life of Vermont, the president of the 
association, introduced were: John Mar- 
shall Holcombe Jr., head of the Life In- 
surance Sales Research Bureau of Hart- 
ford; Julian S. Myrick, Mutua! Life 
manager; Walter E. Barton, president, 
New York Life Underwriters Associa- 
tion, and Richard D. Lichtermann of the 
Keane-Patterson agencies, Massachusetts 
Mutual. Charles E. Genther, Fraser 
Agency, Connecticut Mutual, and former 
president of the association, was chair- 
man of the committee which arranged 
the affair. 


exist be- 








Connecticut Mutual Lane 
Empire State Building, 


New York, N. Y. 
Chickering 4-5240. 





that we have another talk with you. 

. the time that it takes us to put your business through. True, we 
cannot do the impossible, and must rely in a large measure on the 
splendid co-operation of our home office. But as far as the expediting 
of the business from here is concerned, we handle it with precision. 


And we try to avoid giving our agents or surplus writers justification 


IT’S ABOUT TIME— 


The subject? 


to say, when receiving a policy from us... 


IT’S ABOUT TIME” 


It's about time 
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Performance of Life Insurance During 


Depression ‘Told By John R. Hardin 


How life insurance fulfilled all of its 
obligations during the three years of de- 
pression since 1929 and released in cash 
to living policyholders and beneficiaries 
of life insurance policies $6,169,000,0UU 
when sources of liquid funds were dry- 
ing up elsewhere was told before the 
meeting of the Association of Life In- 
surance Presidents in New York last 
week by John R. Hardin, president, Mu- 
tual Benefit. 

The Association of Life Presidents has 
made a study of the performance of the 
institution of life insurance during the 
three years of the depression which was 
the first study of cash transactions of 
companies that has been made. The facts 
reveal that the operations of life insur- 
ance stood out in contrast to other 
money institutions of the country and 
instead of showing asset weakness and 
immobility, displayed strength and mo- 
bility. Instead of interruption of oper- 
ations there was continuous and uninter- 
rupted functioning. 

Cash Payments Over $6,000,000,000 

The total payments to living policy- 
holders amounted to $4,244,343,000. Cash 
payments to estates of beneficiaries on 
account of death claims aggregated $1,- 
924,006,000, making a total of $06,169,000,- 
000. The largest item among the pay- 
ments to living policyholders was policy 
loans which was $2,048,678,000. The next 
largest item was surrender values $1,404,- 
252,000. The other payments were ma- 
tured endowments $230,948,000, dividends 
$212,583,000, other payments $337,882,000. 
‘The figures for these cash payments are 
based on information furnished by forty- 
eight companies holding 86.4% of the ad- 
mitted assets of all United States legal 
reserve companies, 

It was emphasized by Mr. Hardin that 
the figures used represent actual cash 
disbursements and not bookkeeping en- 
tries. For example, the sum of $1,414,- 
252,000 paid for surrendered values does 
not represent the full value of the sur- 
rendered policies. In arriving at the fig- 
ures used any outstanding policy loan 
was deducted from such full value. 

One interesting development resulting 
from these huge cash disbursements of 
the life insurance companies during the 
depression, Mr. Hardin pointed out, is 
the change that has resulted in the atti- 
tude of the policyholder. Formerly his 
primary thought in connection with his 
- life insurance was not of himself but of 
those who were to suffer by his death. 
With this thought uppermost, borrowing 
on life insurance formerly, except for the 
payment of premiums, was not the com- 
mon practice and surrender resulted 
usually from inability to carry on and 
not from a desire to put the values to the 
insured’ S Own use. 

“In recent years,” said Mr. Hardin, 

“men have come to regard life insurance 
as property, an investment of savings 
and an asset available as security for 
loans or for conversion into cash for 
individual benefit.” 

Asset Growth 

At the end of 1932 the total admitted 
assets of the fifty-two companies re- 
porting will approximate $19,000,000,000. 
The investment classification would be 
in all probability scarcely if at all af- 
fected by the inclusion of the 84% of 
additional admitted assets of non-report- 
ing companies. The admitted assets of 
the same group of companies on De- 
cember 31, 1929, were in round num- 
bers $16,000,000,000. The growth of as- 
sets of these companies during the depth 
of the depression has, therefore, been 
$3,000,000,000. These billions added in a 
period of uninterrupted economic stag- 
nation are large enough to impress, but 
they can be given emphasis by noting 
that the companies included have added 
in these three years, in dollars of assets, 
an amount exceeding the total asset 
worth of the same companies at the end 
of 1906. 

The three-year increase in policy loans 


from 13.3% at the end of 1929 to 184% 
of admitted assets at the end of this 
year has already been noted. It should 
not be overlooked, said Mr. Hardin, that 
in spite of the depression cash payments 
made by borrowers on account of pol- 
icy loans and premium notes have to- 
taled in the three-year period about 
$350,000,000. 

Mortgage loans continue as a major 
fraction of life insurance investments at 
the end of this year as at the end of 
1929. They then comprised 42% and now 
36.3%. The decrease is not entirely due 
to selection or to any withdrawal from 
this field of investment, as foreclosures 
have transferred many mortgages to a 
new classification as real estate. Real 
estate now represents 4% of the ad- 
mitted assets as against 2.2% at the end 
of 1929. But these percentages include 
home office properties. The increase 
doubtless reflects the effect of fore- 
closure. 


Foreclosure Experience 


Just now both farm and city mort- 
gages are backward in interest and more 
foreclosure acquisitions are ahead of us, 
in Mr. Hardin’s opinion. This situation 
means interruption of income on the in- 
vestment and effect on insurance cost, 
but there is no need to anticipate im- 
portant capital loss. The companies gen- 
erally have been sympathetic with their 
borrowers and have resorted to fore- 
closure only as a last resort after all 
hope of carrying on had been abandoned. 


’ Foreclosures have admittedly been in- 


creased in number by the pressure of 
other creditors. They have not yet ap- 
proached, percentage-wise, the peak ob- 
tained in the years following the great 
panic of 1873, but we may assume, in 
the light of the experience of that time, 
and of the lesser but still major de- 
pression of 1893, that real estate, both 
agricultural and urban, when prosperous 
days have revived its productive qualities 
and reestablished its intrinsic values, will 
again be marketable and unlock the fet- 
tered capital investment the foreclosed 
real estate now represents. 

“It is old experience that real estate 
rehabilitation comes latest in the restor- 
ative processes of business recovery,” 
said Mr. Hardin. “But we do not need 
to worry in the meantime. The liquidity 
of other assets is ample to protect this 
non-liquid asset against sacrifice. The 
period of upturn may be slow in coming 
and the processes of re-conversion may 
not be hurried. Our flexible dividend ad- 
justments will be accommodated to actual 
income experience, and capital readjust- 
ments, if needed, can be made, and cap- 
ital losses, if any, can be gradually ab- 
sorbed. No form of security for money 
loaned is more ancient in history than 
real estate. It is, as other valued pos- 
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Complete Personal Coverage 


For all those contingencies which may interfere with well-laid personal 
plans the Monarch offers a financial safeguard. Provision may be made with 
Monarch contracts against disability from accident or illness, accidental death, 
premature death, or old age, in addition to all those other personal financial 
problems which Life Insurance has been so successful in solving. 


A Monarch Representative is truly a personal “Insurance Counselor.” 


MONARCH 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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HAD $700,000 INSURANCE 


F. H. Greenbaum, 49 Wall Street, New 
York City, who died recently, was in- 
sured for $700,000. In May, 1931, he took 
out $100,000 through Lawrence Priddy, 
New York, and declined to take at that 
time a second $100,000 which Mr. Priddy 
recommended. Mr. Priddy had handled 
Mr. Greenbaum’s insurance in recent 
years, 





MONTHLY PREMIUMS POPULAR 


Inaugurated the middle of November, 
the new monthly premium payment plan 
of the Bankers Life of Iowa is already 
showing satisfactory results, according to 
a report from the company. The ma- 
jority of the first applications received 
were on annuity plans. 





sessions, subject to inflation and defla- 
tion, and to temporary aberrations from 
traditional standards. Present experi- 
ences do not require either distrust or 
abandonment of real estate mortgages as 
a safe investment of trust funds.” 

Notwithstanding prevailing conditions 
the mortgage investment field has not 
been altogether inactive. During the 
three years the 48 reporting companies 
have realized from principal payments or 
credits on account of real estate mort- 
gages: Farm, $205,045,000; other, $994,- 
407,000. New mortgages have been made: 
Farm, $265,329,000; other, $1,521,192,000. 
All three years disclose continuing ac- 
tivity in this investment field. 

Foreclosed real estate has been ac- 
quired during the three years at an in- 
vestment cost of approximately $424,757,- 
000, divided: Farm, $210,469,000; other, 
$214,288,000. During the same period 
foreclosed real estate has been sold for 
considerations totaling, approximately, 
$57,088,000, divided: Farm, $30,750,000; 
other, $26,338,000, with the result of a 
net increase of $367,669,000 in three 
years. 
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Mutual Life Dividends 
To Be Scaled in 1933 


83% OF THE 1932 DISTRIBUTION 





George K. Sargent Points Out That Com- 
pany Wants to Maintain Surplus 
at Present Amount 





The Mutual Life will set aside for divi- 
dend distribution in 1933 approximately 
$36,000,000, or about 83% of the amount 
set aside for this year. For the individ- 
ual policyholder insured under an Ordi- 
nary Lite policy at age thirty-five, the 
1933 dividend will be at least 85% of the 
1932 dividend; under a 20-Payment Life 
policy, 86%; under a 20-Year Endow- 
ment, 87%. 

In making the announcement, George 
K. Sargent, vice-president and manager 
of agencies, points out that the Mutual 
Life is in a very liquid condition. Despite 
the fact that during ten months of this 
year it has paid policyholders or benefi- 
ciaries over $158,000,000, including more 
than $44,000,000 in death claims, and to 
living policyholders $114,000,000, it has 
maintained its contingency reserve at 
more than $60,000,000 and its cash bal- 
ance at more than three times the nor- 
mal. 

The company has more than $40,000,000 
of United States Government securities, 
about $18,000,000 of United States State 
and Municipal securities, and about $90,- 
000,000 of utility bonds, none of which 
are in default. 

The Mutual Life’s trustees and officers, 
says Mr. Sargent, believe that the prac- 
tice of confining the new dividend scale 
to the net gains of the current year 
should be continued, and that, under 
present conditions, the maintenance of 
the contingency reserve or surplus at ap- 
proximately its present amount is very 
desirable. 





HEADS TERMINAL CORPORATION 


Willard I. Hamilton, vice-president of 
the Prudential, heads a group of busi- 
ness men who have just organized the 
Central District Corporation and are en- 
deavoring to borrow $11,000,000 from the 
Reconstruction Finance Corporation. The 
purpose of the new concern which was 
formed in New Jersey, is to erect a ter- 
minal at Bayonne, N. J., which will serve 
as an important distribution center for 
fresh fruits and vegetables from the 
West and will prevent market conges- 
tion in New York City. 





CASH ON LEACH POLICY 
Receivers for the Middle-West U! ili- 
ties of Insull origin have been author- 
ized to cancel a $1,000,000 insurance pol- 
icy on the life of George T. Leach, mem- 
ber of A. B. Leach & Co.,, brokers, 1 “yr 
had pledged the policy as security i 
stock purchase agreement. By this 2¢- 
tion the receivers will obtain $5,000, the 
utility company’s pro rata share of the 
cash surrender value of the policy. The 
policy was two years old 
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THE GROWTH OF AN IDEA 


A One Day Effort During Each December 


to submit 


The Greatest Number of A pplications in a Single Day 


en 


“Inspiration” Day Record, December 12th, 1930 
245 Lives for $1,902,300 


“I Dare You” Day Record, December 11th, 1931 
365 Lives for $1,875,000 


“No Goat-Feathers” Day Record, December 2nd, 1932 
412 Lives for $1,259,555 


——= 


We believe in dedicating one day in each year to demonstrate that 


MEN WITH THOROUGHBRED HEARTS 
CAN CONTROL CIRCUMSTANCES 


Inspiration is the Mother of Victory; Execution is the Offspring of Plan. 


THE JOHN C. McNAMARA ORGANIZATION 


Seventeen John Street 
COrtlandt 7-8300 
New York 


Branch Offices 


122 East 42nd Street 245 Fifth Avenue 578 Madison Avenue 
LExington 2-6713 AShland 4-1772 Wickersham 2-2627 
At Lexington Avenue At 28th Street At 57th Street 
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Department Revokes 
License of Frank E. Mott 


WALTER C. TEAGLE’S ASSISTANT 





$500,000 Insurance Was to Have Been 
Offered to Fourteen Companies; 
Mott’s Defense 





The writing of a $500,000 application 
on the life of Walter C. Teagle, presi- 
dent of the Standard Oil Co., New Jer- 
sey, by Frank Emery Mott, whose title is 
assistant to the president, was regarded 
by the Life Underwriters Association 
of N. Y. C. as “a one man case.” Mr. 
Mott had been licensed by the Equitable 
Life Assurance Society; had made ap- 
plication for soliciting licenses with the 
John Hancock, New England Mutual, 
Penn Mutual, Prudential and Travelers; 
wanted to place the insurance in a num- 
ber of leading companies—fourteen in 
all. The attitude he took was that he 
was engaging in life insurance produc- 
tion as a part-time agent; that Mr. 
Teagle being frequently out of town he 
had opportunity to produce life insur- 
ance on the side; that he was in a po- 
sition to write policies because of his 
knowledge of financial and business mat- 
ters and a wide acquaintance with in- 
fluential people. 

The Life Underwriters of New York 
went to the New York Insurance De- 
partment where there was a hearing, the 
association being represented by its 
counsel, Denis Maduro; Mott by L. E. 
Fitzgerald. Following the hearing the 
Department revoked the license which 
Mott had obtained to solicit insurance 
and the applications which were pend- 
ing to solicit for other companies. 

The Life Underwriters Association of 
New York took a keen interest in this 
case, and regards the decision of the De- 
partment as a great victory for the asso- 
ciation. From the Life Underwriters As- 
sociation at the hearing were William H. 
Beers, chairman of the committee on 
business conduct; Walter E. Barton, 
president; Frank J. Mulligan, chairman 
of the executive committee; Leon Gil- 
bert Simon, Glenn B. Dorr and Lawrence 
Priddy. 

Mott Testimony 

Under examination by Mr. Fitzgerald, 
Mott said in part: 

“I have been Mr. Teagle’s assistant 
for more than ten years in which ca- 
pacity I act as financial advisor. I am 
also one of the executors of his estate. 
I attend to all the details of most of his 
financial transactions. Mr. Teagle has 
only about $225,000 worth of life insur- 
ance which he has had for some years. 
I have insistently urged upon him for at 
least five years in my capacity as as- 
sistant only that he needed more life 
insurance for the purpose of taking care 
of his inheritance taxes. Within the past 
several months, due to the conditions of 
the stock market, I have repeatedly 
urged this upon him. He absolutely de- 
clined to take any more insurance until 
October 13 or 14. Following a conver- 
sation I had with him he wrote me a 
letter from his office at 33 Liberty Street 
where he is acting as chairman of the 
Share Work Committee and said he 
finally decided to take more life insur- 
ance and he asked what I recommended 
and with what companies. He further 
stated he was too busy to take care of 
any of the details and would I do it for 
him.” 

Only $60,000 had been issued and the 


policy was recalled. 





JOHN HANCOCK PRIZE ADS 


Henry H. Putnam, manager of the de- 
partment of publicity of the John Han- 
cock Mutual of Boston, has brought out 
in attractive pamphlet form the com- 
pany’s series of advertisements used in 
insurance journals in 1932 which won the 
second Award of Merit this year pre- 
sented annually by the Life Group of 
the Insurance Advertising Conference. 


Equitable Story 


(Continued from Page 1) 


sulting monthly annuity for each $1,000 
of cash value shall be at least equal to 
the amount shown in the schedule below. 

The due date of the first annuity pay- 
ment will be the anniversary of the Reg- 
ister date as of which the policy is sur- 
rendered. 


If the monthly annuity payments 
would amount to less than $10 each the 
Society reserves the right to pay an- 
nually or in such manner that the pay- 
ments shall amount to at least $10 each. 

This option is not applicable to De- 
ferred or Retirement Annuity contracts 
for the reason that they already contain 
specific provision for a life income after 
retirement. 


ieee | OF MINIMUM MONTHLY ANNUITY PAYMENTS 


OR EACH =e CASH SURRENDER VALUE 


Annuity LIFE ANNUIT REFUND ANNUITY 
Begimaing MEN WOMEN MEN WOMEN 
at Age 3 

(nearest Monthly Aggregate Monthly Aggregate Monthly Aggregate Monthly Aggregate 

birthday) Annuity for12 mos. Annuity for 12mos. Annuity for 12 mos. Annuity for 12 mos. 
50 $5.68 68.16 $5.27 63.24 $5.19 62.28 8 8.68 
51 5.80 69.60 5.38 64.56 5.28 63.36 4.96 59.52 
52 5.93 71.16 5.48 65.76 5.37 64.44 5.04 60.48 
53 6.07 72.84 5.59 67.08 5.47 65.64 5.13 61.56 
54 6.21 74.52 5.71 68.52 5.58 66.96 5.21 62.52 
55 6.36 76.32 5.84 70.08 5.68 68.16 5.31 63.72 
56 6.52 78.24 5.97 71.64 5.80 69.60 5.40 64.80 
57 6.69 80.28 6.11 72.32 5.91 70.92 5.50 66.00 
58 6.87 82.44 6.25 75.00 6.04 72.48 5.60 67.20 
59 7.06 84.72 6.41 76.92 6.17 74.04 5.71 68.52 
60 7.26 87.12 6.57 78.84 6.30 75.60 5.83 69.96 
61 7.48 89.76 6.74 80.88 6.44 77.28 5.95 71.40 
62 7.70 92.40 6.93 83.16 6.59 79.08 6.07 72.84 
63 7.94 95.28 7.12 85.44 6.75 81.00 6.20 74.40 
64 8.19 98.28 7.32 87.84 6.91 82.92 6.34 76.08 
65 8.45 101.40 7.54 90.48 7.08 84.96 6.48 77.76 
66 8.74 104.88 7.76 93.12 7.26 87.12 6.63 79.56 
67 9.03 108.36 8.00 96.00 7.45 89.40 6.79 81.48 
68 9.35 112.20 8.26 99.12 7.65 91.80 6.96 83.52 
69 9.68 116.16 8.53 102.36 7.86 94.32 7.13 85.56 
70 10.04 120.48 8.81 105.72 8.07 96.84 7.31 87.72 


GARDINER AGENCY DINNER 





John Hancock General Agent Dines 
Agency in Celebration of His 38th 
Anniversary of Service 

Although only forty-nine years of ace 
Harry Gardiner, John Hancock genera! 
agent in New York, has spent thirty- 
eight years in the company’s service. 
Commemorating the anniversary Mr. 
Gardiner gave a banquet to the members 
of his agency and their guests at the 
Hotel New Yorker last week. 

The special guest of the evening was 
Mrs. Edith M. Southworth of the home 
office in Boston who gave a talk on mori- 
gage insurance. Anthony Rutgers, for- 
mer trust officer and a new addition to 
the agency, also spoke. Entertainment 
was furnished by members of the Gardi- 
ner agency, including Edwin J. Allen, 
Harold Pratt, Theodore M. Everett, 
Louis Koestner and John Parsons. Toasts 
were given to President Walton Crocker 
for his able guidance of the company’s 
affairs and a telegram was sent him ex- 
pressing the agency’s appreciation. 

Mr. Gardiner was presented with a 
white gold watch chain and pocket knife 
by the full-time agency force, while the 
office force presented the general agent 
and Mrs. Gardiner with a large bouquet 
of flowers, included in which were thirty- 
eight roses, one for each year of service. 
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“A Source of Comfort Through the Years” || 
The Record of a Small Policy 2 
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3 The following letter from a Wisconsin clergyman illustrates strikingly how even ig 
S a small life policy kept in force may be the chief or sole means to security and g 
) peace in the later years of life: 
z *“My mind goes back across the years, to an afternoon in North Dakota, 4 
= when a representative of the New York Life came to my home and urged ia 
= me to take out some Life Insurance. I believed in insurance but was too a 
Ss poor to make a start. I was so short of money that the agent had to lend i 
= | me the money for my first premium. My only regret is that I did not let a 
= him make it three thousand instead of one, as he wanted to do. e 
= 2 
-, “It has been a source of comfort through the years, to have even so : 
-, small an amount in a safe place. Now we are no longer young, and have iz 
, decided to buy a little home. This means that we need the small savings al 
- the New York Life has been keeping for us these many years . . .” ral 
2 This is a $1,000 20 Payment Life policy issued at age 35. Total pre- 3 
= miums paid—$766.80. Present cash value, including dividend deposits, iz 
— amounts to $1,146.21. Through all these years the beneficiary has been 2 
= protected for $1,000. z 
z; , . P = 
5 A life or endowment policy (but not term insurance) e 
3 is-an Insured Savings Plan with guaranteed values for Ss 
2 Retirement. 
5 e 
5 $ 
NEW YORK LIFE | 
> C 
-. 
INSURANCE COMPANY |g 
-, ie 
5 51 Madison Avenue, K 
S| K 
< New York, N. Y. 2 
2 HOME OFFICE BUILDING S 
2, K 
my a 
A WO 5 








Vi Bi Bi Bi BY BYB YDB BVDV BY BVI BY BVVAYiBY(BYI/BYi/ DAY BVI/BNI7 BIB VIB VIB IB VW BNIB IB VWI VIB VDI 1/8 11/17 


Dec 


parti 
and | 
are t 
owe 
conti 
along 
1 
esse! 
emp! 
4 


tne Cat. 0 26 ah oS thee £0..922. & Oh. 26d ee 2 oe oe 


aoe op eee 











LE WE MIE WE WE WE WE WE WE WE WM 


RAE AE YE NEE YE YE NE YE NE SVE WE Yh 


TAME AME 2k AUR Ae Ue AE Be DE QE QV) 





December 16, 1932 






UNDERWRITER 








Page 11 








Harriman Cites Five Essentials 
For Restoration Of Prosperity 


Five essentials for the restoration of 
prosperity in this country were outlined 
by Henry I. Harriman, president, U. S. 
Chamber of Commerce, in his address 
before the Association of Life Presidents 
in New York last Friday. Mr. Harri- 
man’s talk, covering significant phases 
of the current business situation, drew 
the close attention of the insurance ex- 
ecutives. ’ 

Broadly speaking, said the speaker, the 
problem now before the country is to 
restore the general price index of com- 
modities to the level of the years 1922 
to 1929, and to give employment to the 
millions who are now out of work. The 
partial or complete restoration of prices 
and employment is essential if our people 
are to repay the $200,000,000,000 that they 
owe in public and private debts, and to 
continue the economic life of the country 
along sound and safe lines. 

Mr. Harriman gave the following as 
essentials to the restoration of price and 
employment: 

1. That the work available shall from time 
to time be spread among the workers of 
the land, so that all may have at least 
partial employment.. This undoubtedly in- 
volves a continuation of the trend towards 
permanently shorter hours of labor which 
has been apparent since the beginning of 
the industrial era. 

2. That business be unshackled by so modi- 

fying our restrictive laws that production 

of goods may be reasonably balanced with 
demand through contract or agreement. 

This does not mean the abolition of the 

Sherman or other-anti-trust acts, but their 

sane interpretation, having in view the wel- 

fare, not only of the consumer but of the 
producer and the worker. Destructive 
competition and waste must be avoided; 
business must be conducted on a profit- 
able basis, and fair wages must be paid. 

. That agriculture be restored to a self- 
respecting and profitable basis. 

. That we have a dollar whose purchasing 
power neither markedly increases nor de- 
creases through a reasonable period of 
years, that is, a dollar whose value remains 
substantially constant with the general price 
index of commodities; and that we have a 
banking and investment mechanism that 
assures balanced credit and _ reasonable 
safety in the making of investments. 

5. That governmental expenditures be re- 
duced and our tax laws revised. 


Spreading the Work 


In regard to the unemployment situa- 
tion Mr. Harriman said: 

“There will at all times be unemployed 
in the land, people who are changing 
from one industry to another or people 
who are relatively inefficient and cannot 
maintain the economic pace of the times. 
Probably 2,000,000 out of our 45,000,000 
potential workers will always be unem- 
ployed, but usually only for short pe- 
riods of time. Owing to the depression 
this number of men and women out of 
work has been largely increased. No one 
knows the exact number out of work 
for there are no accurate statistics upon 
which to base estimates. There are cer- 
tainly over 8,000,000 unemployed. Some 
claim that the number, is 12,000,000. But 
the number of men and women out of 
work is so great and the problem of their 
maintenance and support so serious and 
so immediate that something must be 
done without delay. 

“Undoubtedly permanently — shorter 
hours of labor will result from the in- 
creased mechanical and technical effi- 
ciency developed in recent years. In 
seventy years the hours of labor in fac- 
tories have decreased 30%, 15% of this 
decrease having occurred in the last ten 
years. I am convinced that the five-day 
or the forty-hour week is now justified 
in many industries and lines of work but 
at present, the country is not so much 
interested in the long-range permanent 
shortening of hours as in the short-range 
spreading of the work. 

“It is foolish to assume that our na- 
tion has reached a static condition in its 
economic development. If there are not 
more lands to conquer and if popula- 
tion has ceased to grow as rapidly as in 
the past, there is infinite opportunity to 
increase our standard of living once we 
have learned how to distribute the goods 
which we can make. Even in the days 
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of prosperity, the average family income 
in the United States was less than 
2,500; today it is less than $2,000. Yet 
I doubt if anybody would say that a 
family with an income of $5,000 was un- 
duly prosperous, or in danger of becom- 
ing effete because of too great luxury. 
Present Conditions 

“For the past three years statisticians 
and economists have repeatedly prophe- 
sied the turn of the tide and the restora- 
tion of prosperity. They have based their 
prophesies upon the curves of previous 
depressions and other factors governing 
our economic life. I am now glad to 
say that after three years of travail and 
devastating depression there are definite 
indications of reviving activity. Prices of 
many products have shown advance. 
Many men have been called back to 
work. In our own state of Massachu- 
setts 25% more men were employed in 
the month of September than in the 
month of June. Bank failures have sharp- 
ly decreased, gold has begun to flow back 
to America, and the fear which resulted 
in hoarding has diminished. 

“The material resources of the United 


States by the wise action of the Admin- 
istration and Congress have been mar- 
shaled most effectively to partially offset 
the adverse effects of the depression. 
Again, the people of the country have 
awakened to the dangers of mounting 
government costs, federal, state and local, 
which threatened to sap our economic vi- 
tality. Finally, the psychology of fear is 
slowly giving way to the psychology of 
hope. 

“There are also encouraging indica- 
tions from abroad. At a recent meeting 
of the labor section of the League of 
Nations it was reported that 16 out of 
25 nations showed a marked decrease in 
the number of unemployed. Again the 
Lausanne Conference has justified the 
hope that the bitter animosities and 
deep-seated hatreds which so seriously 
affected the political and economic life 
of Europe are at last passing and there 
is renewed hope that the disarmament 
conference may bring tangible results.” 





30 YEARS WITH PRUDENTIAL 

Two agents of the Prudential in the 
New Jersey district have just rounded 
out thirty years of continuous service 


with the company: Augustus F. Young, 
Newark, and Joseph Ferenczi, Jr., Bay- 
onne. 


NAMED MANAGER IN RALEIGH 


George Y. Ragsdale To Take Over Union 
Central Agency Succeeding Rufus 
A. Hunter 
George Y. Ragsdale, of Raleigh, N. C., 
has been appointed manager for the 
Union Central in the eastern district of 
North Carolina. He succeeds Rufus A. 
Hunter, general agent since 1923, who is 
retiring from active management to de- 
vote all his time to personal production. 
Mr. Hunter will retain his connection 

with the company as general agent. 

A graduate of the University of North 
Carolina, class of 1924, Mr. Ragsdale has 
spent his entire business career in life 
insurance. He moved to Raleigh after 
five years of field work at Smithfield, 
N. C. He has lately been engaged in 
supervisory work for the New England 
Mutual. E. S. Freeman, associate gen- 
eral agent for the Union Central at Ra- 
leigh, will continue his connection in that 
capacity. 








LARSON HOLDS CONFERENCE 

A. C. Larson, state manager at Madi- 
son, Wis., for the Central Life of Des 
Moines, Ia., held a three-day conference 
for agents December 1 to 3, with George 
T. Carlin, educational director from the 
home office, conducting the sessions. 
































A NEW DECADE 
OF SERVICE AHEAD 


The Missouri State Life has just entered upon its fifth decade of 


service to policyholders and field representatives. 


The four decades that have passed have been marked with many 
pioneering achievements and sound, constructive growth so that 
today the Company ranks as one of the outstanding leaders in the 


great institution of Life Insurance. 


The Company offers liberal agency contracts, prompt underwriting 
service, helpful field co-operation with policies to meet every need 


—Life, Accident & Health, Group and Salary Savings. 


A Good Company to Represent. 


issouri State Life 


Insurance Company 


St. Louis 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Effictency 


Here is a plan 

Good Rules which one succesful 

For Evening life agent has made 

Work for himself, accord- 

ing to Equiowa. The 

day this agent writes an application he 

“pushes his luck” by making at least one 

evening call. The day he is blue he 

makes no evening calls and rebuilds his 

morale, takes his family to the movies, 
or otherwise relaxes and plays. 

He also has a rule to invest one hour 
each evening in professional reading. He 
says it is all very well to recommend 
evening work (when some prospects can 
best be seen) but that the agent who over- 
does it and canvasses so many evenings 
that he looses the complete sympathy and 
understanding of his family is making a 
very serious mistake. 

* * * 


More than ever the 


Promises need is for concentra- 
Always tion upon the things 
Fulfilled that life insurance 


will do,— backed up 
by the certainty that life insurance can 
do the things that are promised, says 
Oscar C. LeBart, San Francisco general 
agent, in the New England Pilot. 

A powerful offset to the multitude of 
depressing factors that the fieldman en- 
counters is the quiet shrine of faith in 
the ability of life insurance to keep its 
promises. Having such a shrine, we can 
face the world each day unafraid. We 
can rest assured that when general con- 
ditions become normal there will be a 
greater resort to life insurance than ever 
before, because of these very things. 


In business there is a constant search, 
sometimes a frantic one, for brilliant 
ideas, In this search one brilliant idea is 
often overlooked. This is the effect of 
repetition, the same idea over and over 
again, to the same spot. The persistent 
banging away at one idea brings convic- 
tion to the prospect, business to the com- 
panv. and success to the agent. 


* * * 
— DeWayne Nelson 
Clippings of the Holvenstot 
Pasted on agency, Security Mu- 
Blotters tual Life, Milwau- 


kee, has an interest- 
ing blotter advertising idea that is de- 
scribed by the Security Mutual Roster. 
He clips items of interest from the local 
papers concerning prospects for insur- 
ance, particularly business insurance, and 
pastes them in a panel at one end of the 
blotter. Above this panel is printed “I’ve 
Read About You. Congratulations!” 
The rest of the blotter is given over to 
an advertisement which reads, “Now 
read about me. I have made an exhaus- 
tive study of the use of life insurance 
for the protection of business interests. 
Direct Compensation-Credit Reinforce- 
ment-Liquidation Plans. Have you ever 
considered a plan for liquidating your 
business interests when you pass out of 
the picture? Let me explain such a plan 
to you without obligation.” 





Many a competitive 


In A sale has been made 
Competitive because the agent get- 
Sale ting the business was 


smart enough to sell 
himself to the prospect, says the Reliance 
Bulletin. The agent who lost the business 
didn’t know or overlooked the importance 
of this method and attributed the loss to 
“net cost” when that was hardly dis- 
cussed. Net cost arguments have lost 
more business than they ever sold. 
Knowledge and sincerity on the agent’s 
part and having the prospect’s confidence 
very often got the business that it was 
thought “net cost” got. 


* * * 


Some day women 


More will buy life insur- 
Women ance on equal terms 
Buying with men, in the 


opinion of W. How- 
ard Cox, president, Union Central, whose 
company has just announced a large in- 
crease in policies sold to the fair sex. 
One reason for this increase, Mr. Cox 
says, is that women are becoming more 
insurance-conscious. 

The records of Union Central show 
that during the period from 1920 to 1928 
life policies purchased by women totaled 
about 3,000 a year, but in 1931 when busi- 
ness conditions were admittedly not as 
good, 4,200 women took out life insurance 
policies. The current year shows a fur- 
ther gain. Steady gains are reported, 
too, in annuities and income extension 
contracts. 

“Many women,” according to Mr. Cox, 
“have become ‘investment-wise.’ Some of 
them learned a lesson in the stock mar- 
ket crash. As a rule, women are more 
conservative than men and their intui- 
tions give them an uncanny advantage 
over men in business deals. Contrary 
to the general belief, women are less 
emotional than men—at least the modern 
woman.” Mr. Cox points out that wom- 
en are becoming more and more success- 
ful professionally and in business, also 
that women are beneficiaries of a large 
part of the $110,000,000,000 life insurance 
now outstanding. 

“Many of our representatives have 
made it a practice to discuss insurance 
with the wives of their male clients and 
many new policyholders have been ob- 
tained from this group. We find that 
women are especially interested.in the 
education contracts. In fact, most of the 
inquiries for our booklet on this subject 
come from women.” 





IMPROVED LOAN SITUATION 


Herbert M. Woolen, president of the 
American Central Life, announces a dis- 
tinct decrease in the demand for policy 
loans. Cash paid out by the company 
on account of policy loans during No- 
vember, 1932. represented but 56% of 
the amount disbursed in November, 1931, 
and but 69% of that paid out in Novem- 
ber, 1930. The total cash required to 
meet policy loans during the first eleven 
months of this year was 7% below that 
needed for the corresponding 1931 period. 








There are no policies better adapted 


INDUSTRIAL — OR — ORDINARY 


The Colonial Life Insurance Company 


OF AMERICA 
HOME OFFICE—JERSEY CITY, NEW JERSEY 
Opportunity for Quality Men 
NEW JERSEY—NEW YORK — PENNSYLVANIA — CONNECTICUT 








“An Agency Minded Company”—Because ! ! 


All the Officers of Agency Department are former Field Men. 

The Medical and Underwriting Departments have practical knowledge of Field 
All the Officers and Directors take an active interest i 
“Your new Agents—Where and How to find them.” 
“Fund-o-mentals”—Agents’ Training Course. 


Organized Sales 


With these “sales helps” and “co-operation” Berkshire associates are equipped to meet 


Field problems. 


“Ask any Berkshire Agent” 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 


Fred H. Rhodes, President 





Life Insurance Built to 
Withstand Depressions 


ADOLPH RYDGREN’S STATEMENT 





Continental American Head Says That 
Companies Have Set Up Safeguards 
To Withstand Such Crises 





The life insurance business is built to 
withstand the severest kind of economic 
depression, in the opinion of President 
Adolph Rydgren of the Continental Am- 
erican Life, who was attending va- 
rious insurance meetings in New York 
last week. Commenting on the present 
situation as he sees it Mr. Rydgren says: 

“ ‘How is it that the life insurance com- 
panies have been so successful in stand- 
ing up under this extraordinary econom- 
ic depression?’ is a question which is 
being asked by intelligent laymen every- 
where. There are many reasons for the 
stability of the life insurance structure— 
the excellent management ofthe life in- 
surance companies, the efficacy of state 
supervision, the normal large excess of 
cash income over cash disbursements, 
etc—but the fundamental reason is that 
the very nature of life insurance is such 
that the managements of life insurance 
companies must take a long time view of 
every factor involved in the business and 
thus anticipate economic depressions of a 
severity comparable to this one. 

“A life insurance company is every day 
making contracts which may run for fifty 
years or more. It is but natural that, 
in fixing the rates for the policies we is- 
sue, in formulating our investment pro- 
gram, in deciding upon our financial 
structure, and in coming to any of the 
other decisions which may affect the ulti- 
mate carrying out of our contracts, we 
must look fifty or more years into the 
future. 

“Since the only guide to the future is 
what has happened in the past, it follows 
that we look into the far distant past as 
a guide to the far distant future, and 
when we look into the past, we find a 
depression of severity and character 
comparable to this one occurring in the 
1820’s, and another occurring in the 
1870’s. Similarly, as we look into the 
past, we find that the influenza epidemic 
of 1918-1919 is not the first major epi- 
demic; there were others. 

“Thus, it is no more than what could 
have been expected of the managements 
of the life insurance companies, that the 
necessary safeguards and protections 
were set up to withstand such crises, for 
the experience of the past furnishes 
every reason to believe that other such 
crises will come and will have to be met 
during the existence of the policies we 
are issuing today. Thus it happens that, 
while the executives of life insurance com- 
panies are not able to predict when such 
crises will come upon us, the life insur- 
ance companies are. however, prepared 
to meet such crises.” 
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HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
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Kansas City 


Omaha 

















WANTS R.F.C. TEMPORARY 


Gardner Cowles, Member of Board, Says 
Corporation Should Cease When 
Conditions Become Normal 


A warning against the growing tend- 
ency toward centralization of Federal 
power at Washington, reaching a cli- 
max in the Reconstruction Finance Cor- 
poration, was sounded by Gardner 
Cowles, publisher of the Des Moines 
Register and Tribune, and member of 
the R.F.C.’s board of directors, in an 
address before the Association of Life 
Presidents last Friday. 

“If the R.F.C. can be helpful in bring- 
ing about an orderly readjustment in the 
values of mortgages and other securi- 
ties, it will have fully justified its es- 
tablishment; but the corporation should 
cease to function as soon as economic 
conditions again become near normal,” 
Mr. Cowles said. “We can only specu- 
late as to whether that will happen. As 
a by-product of the World War, the Fed- 
eral government has extended its activi- 
ties to include insurance. Will the next 
step be old age pensions and unemploy- 
ment insurance? It seems highly im- 
probable that a business as large and 
as important as insurance shall for long 
escape the embrace of Federal govern- 
mental paternalism.” 





SHELL GROUP CONTRACT 

Upwards of two thousand employes of 
Shell Eastern Petroleum Products, Inc., 
and its affiliated and subsidiary compa- 
nies are now protected by approximately 
$2,500,000 of group life insurance, accord- 
ing to an announcement by Andrew F. 
Carter, president of the organization. 
Through a contract with the Equitable 
Society, protection of individuals ranges 
from $1,000 to $2,500, depending upon 
the length of service, with each employe 
paying for $500 or $1,000 of insurance 
and Shell Eastern Petroleum Products 
paying the entire cost of the remainder. 
Members of the staff have the option o! 
purchasing further protection of $5,000 
each. 


JESSE POMEROY’S BENEFICIARY 

Jesse Pomeroy, who served more tha: 
half a century in jail in Massachusetts 
as a “lifer” on a murder conviction, lett 
an estate of $300 when he died a shor 
while ago. His will named as sole bene 
ficiary “My little friend” William M. 
Finn. In 1920, when the will was drawn, 
Finn was an altar boy at the prison, but 
he is now an insurance agent. 
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Life Insurance Compares Well With 


Other Investments, 


An interesting comparison of the pres- 
ent worth of life insurance bought twen- 
ty years ago with other forms of invest- 
ment during the same period was made 
before the Association of Life Insurance 
Presidents last week in New York by 
M. Albert Linton, president, Provident 
Mutual. 

Taking a set of well-known bond and 
stock averages over this period and the 
results under a composite of ten life in- 
surance companies operating in New 
York State Mr. Linton showed that the 
results were exceedingly favorable to life 
insurance, 

In order to have a group of companies 
from which to choose Mr. Linton took 
all of the nineteen companies doing busi- 
ness in New York, which in 1912 had 
at least 100 millions of insurance in force 
and which in 1892, twenty years before, 
had been issuing ordinary life policies 
either on the non-participating or annual 
dividend plan. From these nineteen 
companies, those ten were chosen which 
yielded the lowest cost over the twenty 
years preceding 1912 for an ordinary life 
policy issued in 1892 at age 45. The av- 
erage cost of this form of contract for 
this group of ten companies during the 
succeeding twenty years—1912 to 1932— 
was then taken as the basis for what 
would have been paid during these twen- 
ty years if in the early part of 1912 a 
man aged 45 had taken $100,000 of in- 
surance on the ordinary life plan. The 
figures for smaller amounts of insurance, 
as $25,000 or $5,000, would be in pro- 


portion. 
Life Insurance Investment 


“We find that the net outlay over the 
twenty-year period—using rounded ug- 
ures here as elsewhere in tne study— 
would have been $57,0UU,” said wir. Lin- 
ton. “At the end ot the twenty-year 
period, i. e., at age 05, the guaraiceed 
cash value of the life insurance pius tne 
annual dividend then payable tor the 
twentieth year would have amounted to 
$45,100. In other words, atter carrying 
his $100,000 policy for the twenty-year 
period, the policyholder would have nad 
about 79% of his premium outlay avaui- 
able in cash if he desired to surrender 
his insurance. The difference of 21%, or 
$12,100, plus interest received by the com- 
pany on funds accumulated trom the pol- 
icyholder’s premium were used by the 
company to pay death claims and tue ex- 
penses of running the business.” 


What Bond and Stock Averages Show 
Taking the averages for high grade 
bonds -over the twenty year period it is 
found that for every $100 available under 
the ordinary life policy at the beginning 
of the year $88 would be in the separate 
investment fund. Using the public util- 
ity bond averages for each $100 under 
the ordinary lite policy $117 would be 
available under the separate investment 
fund. But no deduction is made in these 
investment tabulations for expenses of 
management nor for any income tax that 
the investor would have to pay year after 
year on the security income. On the 
other hand the life insurance figure is 
net, all expenses and taxes being deduct- 
ed. Making deduction for investment 
expense equivalent to 34 of 1% of the 
principal it is found that the utility bond 
result of $117 is then reduced to $103. 
Coming to the railroad common stock av- 
erages, using the original stocks selected 
twenty years ago in the averages, it is 
found that there would be for each $100 
available under the ordinary policy but 
$39 in the separate investment fund. 
Changes made in the stocks selected in 
the averages for this group over the 
years improved the experience so that 
allowing for the changes the result is 
$53 in this group. Industrial common 
Stocks showed available $71 if the origi- 
nal stock list is used but changes in the 
stocks used in the averages showed $202 
available. Allowing for investment ex- 


Says M. A. Linton 


penses and income tax of 4% of 1% of 
the principal the $202 would be reduced 
to $180. 

In commenting on these results Mr. 
Linton said: 


“Life insurance clearly does not make 
any claim to spectacular performance for 
its investment element. Absolute reli- 
ability is something which cannot be as- 
sociated with speculative gain. The fu- 
ture physical or economic condition of an 
individual or family cannot be foretold. 
One never knows when it may be neces- 
sary to draw upon accumulated funds. 
The market values of securities fluctuate 
greatly over a period of years. When 
one is dependent upon market values the 
emergency need for funds may coincide 
with a period of low values (this depres- 
sion shows how likely that is to be the 
case) and great hardship may result. Life 
insurance values on the other hand are 
steady and dependable. The interest re- 
turn is reasonable and fair. When the 
crisis comes life insurance equities stand 
out above all else for their availability, 
100 cents on the dollar. : 

“In connection with the unified life in- 
surance plan it should be pointed out 
that policy provisions are available 
whereby the proceeds of a policy may be 
left with the company for the benefit 
either of the insured or his beneficiary. 
In other words, the company is willing 
to retain the policy moneys, guarantee 
the safety of the principal and either 
pay interest at a guaranteed minimum 
rate or apply the fund to provide an an- 
nuity, the payments of which include 
both principal and interest. If the an- 
nuity is for the life of an individual 


the recipient is assured of an income 
that cannot be outlived. 

y “Therefore the average American fam- 
ily, with its twin needs of pure insur- 





language. 


to apply to 


34 Nassau Street 


DAVID F. HOUSTON 
President 


THE FORMULA | 
of SUCCESS 


IFE INSURANCE can be explained 
The facts can be simply stated. People need to 

be told about life insurance by one who knows life insurance 
and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YORK, with its long history of 
increasing success, offers opportunity. 
all standard forms of life insurance. Double Indemnity Benefits. 
It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 


The Mutual Life Insurance Company 
of New York , 


Stewardship 


T HE MUTUAL BENEFIT is justly proud of its 
record of stewardship, for funds entrusted to 
its care have been conserved and wisely increased. 
Neither war, nor plague nor panic has pre- 
vented the performance of its contracts. And in 
that constancy there is confidence that members of. 
the Company will continue to find safety in Mutual 


Benefit protection. New policies being issued daily 
are contractual obligations and will further demon- 
strate the unchanging character of Mutual Benefit 


security . 
pany is security. 


. the first law of a life insurance com- 


The MUTUAL BENEFIT 


LIFE 


INSURANCE COMPANY 


Newark, New Jersey 





ance protection and saving accumula- 
tion, finds that a life insurance contract 
involving both features offers an exceed- 
ingly attractive program. The propor- 
tions of protection and investment vary 
as between types of contract. Many 
families are best served by the ordinary 
life policy, many by twenty-payment life, 
and others by the form of policy which 
not only furnishes insurance protection 
but also is guaranteed to mature if the 
policyholder lives to some designated age, 
as for example 65. There are many 
blendings of the two elements. Intelli- 
gent choice can be made only in the 
light cf information furnished by the life 















in plain, everyday 









It writes Annuities and 









New York, N. Y. 


GEORGE K. SARGENT 
Vice-President 










and 
Manager of Agencies 





insurance agent, taken in conjunction 
with the policyholder’s own circum- 
stances. 


“Millions of people, deeply impressed 
by the magnificent record that life in- 
surance is making in these difficult times, 
are coming to appreciate more clearly 
than ever before what a unique, invalu- 
able program of balanced protection life 
insurance has to offer.” 


KENTUCKY HOME DIRECTORS 








Four New Board Members Elected to 
Replace Those Who Represented 
Greenfield Interests 


At a meeting of the Kentucky Home 
Life stockholders last week four direc- 
tors known as representatives of the 
Greenfield interests of Philadelphia were 
dropped by the board and four Louisville 
men added. Those retired were Albert 
M. Greenfield, Harry G. Sundheim, 
Maurice L. Wurzell and Ernest Trigg, all 
of Philadelphia. 

The new directors are Edward P. 
Humphrey, who also has been elected 
general counsel of the company; Major 
Austin Kinnard, insurance man and di- 
rector of the old Inter Southern; Harry 
Perkins, wholesale hardware man; and 
Warren T. Godfrey, of Louisville and 
New York. 


N. A. L. U. TRUSTEES MEET 


Membership and “Life Insurance Week” 
Among Subjects Taken Up at In- 
formal Get-Together 

An informal meeting of the board of 
trustees of the National Association of 
Life Underwriters was held in New York 
last week as five board members from 
out-of-town were in the city for insur- 
ance week activities. Among the ques- 
tions taken up were membership, con- 
servation, agents’ qualification laws, and 
“Life Insurance Week.” 

Those present from out of town in- 
cluded President Charles C.. Thompson, 
Seattle; C. Vivian Anderson, Cincinnati; 
Holgar J. Johnson, Pittsburgh; S. T: 
Whatley, Hartford, and John W. Yates, 
Detroit. New York was represented by 
Robert L. Jones, Julian S. Myrick, Roger 
B. Hull and Maxwell L. Hoffman. 


INVESTMENT PRESENTATION 

The wall of protection pictorial illus- 
tration of David A. Lunden-Moore, an 
insurance agent of 565 Fifth, Avenue, 
New York, which compares investment 
in life insurance coverage with invest- 
ment in securities to the advantage of 
the former has had a wide distribution. 
The illustration is called “Is Life In- 
surance a Good Investment?” It is pub- 
lished by The Spectator Co. 
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ENGLAND 

The British Court of Appeal, consist- 
ing of the Master of the Rolls (Lord 
Hanworth) and Lords Justices Romer 
and Lawrence, has just decided that a 
husband who takes out an endowment 
policy-for the benefit of his wife by name 
cannot claim the benefit of the policy if 
his wife dies before him. 

The court accordingly allowed an ap- 
peal by the Sun Life Assurance Society 
and the trustees under the will of Mrs. 
Lilian Cousins from a judgment of Jus- 
tice Eve that Stanley Cousins was en- 
titled to a policy for £15,000 and another 
policy for £3,000 taken out on his own 
life for the benefit of Lilian Cousins, his 
wife. 

“The case is important,” declared the 
Master ‘of the Rolls in judgment, “as it 
governs a large number of policies taken 
out in the same form. The policy might 
have provided that the wife should take 
only a contingent interest, but it does 
not do so. The terms of the Married 
Woman’s Property Act, 1882, negative 
the idea of any interest passing to the 
husband.” Lords Justices Lawrence and 
Romer concurred. 

This decision is, considered of such im- 
portance by the insurance fraternity that 
it is likely to be carried to the House 
of Lords in the form of a test case. The 
decision, which affects thousands of hold- 
ers of such policies, is based on Section 
II of the Married Women’s Property 
Act, which enacts that: 

A policy of insurance effected by any 
man on his own life and exnressed to be 
for the benefit of his wife or of his 
children ... or any of them. shall create 
a trust in favor of the objects therein 
named, and the moneys pavable under 
anv such policy shall not, so long as anv 
object of the trust remains unnerformed. 
form part of the estate of the assured, 
or be subject to his . . . debts. 

The legal view is that this decision 
creates a situation of seeming injustice 
to husbands who have similarly made 
provision for their wives, though it would 
appear to be in accordance with the pro- 
visions of the Act. The Court has held 
that, the wife having a vested interest 
in the policy moneys, these are payable 
to her executors, and the trust is not 
ended by her death, but is still unper- 
formed. 

This decision might have an uwnex- 
pected result. A husband anxious to 
make provision for his wife, in the event 
of his. dying before her, takes out a pol- 
icy on his own life in her name. Cir- 
cumstances creating estrangement may 


arise, and it may be found, if the wife 
dies first, that she has disposed of all 
her property by will, excluding her hus- 
band as a beneficiary, although his 
money has kept the policy alive. 

Numerous policies are issued in Britain 
today under the Married Woman’s Prop- 
erty Act. Frequently they specify that 
it shall be for the benefit of the wife 
(in the case of a whole life policy) “for 
her separate use if living at his death, 
but if she shall die in his lifetime then 
for the assured, his executors, admin- 
istrators, or assigns.” 

Similarly, under an endowment policy, 
the policy is drawn for the benefit of 
the wife only in so far as the contin- 
gency of payment on death is concerned; 
and it has been held that the benefit 
given the wife can be limited or made 
contingent in character. It appears, 
therefore, that such clauses as these 
would secure the reversion of the inter- 
est to the husband should his wife pre- 
decease him. 

There is a general impression that, 
since the Act states that the policy 
moneys shall not form part of the hus- 
band’s estate or be subject to his debts, 
a policy issued under the Act is not 
liable to death duties. This is incorrect, 
and duty is payable on any moneys pass- 
ing under such a policy. 

When, however, there is no resulting 
trust in favor of the life insured, it may 
be possible for the policy-moneys to be 
treated as a separate estate, and thus 
escape aggregation. But the warning 
must be given that if this is so it is only 
a matter of practice and the practice may 
be altered. Although the policy moneys 
are protected against a husband’s credi- 
tors so long as the objects of the trust 
remain, the creditors have a claim against 
any interest which reverts to the 
husband. 





C. S. Macdonald, president of the Con- 
federation Life Association of Canada, 
has been elected a director of. the To- 
ronto General Trusts Corporation. He 
is also a director in the Dominion Fire, 
of Barclays Bank, Canada; Barclays 
Trust Co., Canada; and is chairman of 
the Dominion Scottish Investments. 

. 2+ = 

President John M. Thomas and Assis- 
tant Secretary Kenneth F. May, who is 
head of the automobile department of the 
National Union Fire Insurance Co., spent 
several days in New York last week at- 
tending meetings and visiting friends. 

— s. 2 

Lester E. Wurfel, assistant vice-presi- 
dent of the Prudential. was one of the 
insurance men who attended the annual 
dinner of the Gridiron Club in Wash- 
ington last Saturday night. 











FRANKLIN B. MEAD 


Franklin B. Mead, executive vice-presi- 
dent of the Lincoln National Life, has 
been elected vice-president of the Hoo- 
sier Salon Patrons Association at a re- 
cent meeting of that organization in the 
Union League Club of Chicago. The 
Hoosier Patrons is an organization in- 
terested in sponsoring Indiana Art and 
Artists and offers various prizes and 
awards yearly for those Indiana artists 
eligible. Mr. Mead, always actively in- 
terested in art, has a number of note- 
worthy collections himself which include 
one on Chinese porcelains and potteries 
representing most of the types produce‘ 
since the earliest time Han down to the 
Chien-Lung period. 

>. ££ «© 


Harold G. J. Kintslerr, who was in the 
insurance field for a number of years in 
Elizabeth, N. J., has disposed of his in- 
surance interests and left for a two 
months’ stay in California, where he*will 
visit his daughter and son, the latter be- 
ing in the insurance field in Los Angeles. 
He may make his home on the Pacific 
Coast. 

* * * 

John M. Thomas, president of the Na- 
tional Union Fire, and Kenneth M. May, 
assistant secretary and head of the auto- 
mobile department of the same company, 
were in New York last week to attend 
some of the meetings held during In- 
surance Week. 

* *& * 


Robert N. Waddell, general agent of 
the Fidelity Mutual at Pittsburgh, Pa., 
and who is coach of the Carnegie Tech 
football team, addressed the Cleveland 
Life Underwriters, Inc., on December 9. 
He entered the insurance business ten 
years ago and was consistently a $500,000 
producer. Later in the capacity of a pro- 
duction manager he successfully demon- 
strated his ability to train agents. He 
has been doing well as a general agent. 
In June, 1932, he concluded his term as 
president of the Pittsburgh Life Under- 
writers’ Association. 

eo 

Charles S. Ashley, senior member of 
C. S. Ashley & Sons, general agents of 
the Maryland Casualty at New Bedford 
and father of C. S. Ashley, fr., the com- 
pany’s resident manager in St. Louis, re- 
cently had sixty of New Bedford’s lead- 
ing business and professional men plead 
with him to continue as head of the city 
government, says The Budget. Mr. Ash- 
ley, now seventy-six years old, has served 
as New Bedford’s mayor for twenty-six 
terms and it was his announcement that 
he would not campaign for re-election 
that brought the plea from the civic 
leaders. 





David A. McIntyre, supervisor of office 
machines and forms of the Prudential, 
who will soon complete fifty years of 
service with the company, was subject of 
an article in the Newark Sunday Call of 
December 4. It tells of his achievements 
as a crusader in Newark where he “was 
the thorn in the sides of party bosses for 
more than two decades.” 

i:  - 


John J. Berry, president of Berry 
Bros., a large insurance agency in New- 
ark, N. J., was last week elected presi- 
dent of the New Jersey Association of 
Real Estate Boards. He was formerly 
president of the Real Estate Board of 
Newark. 


* * * 


A. W. McAlister, chairman of the 
board, Pilot Life, recently won a signal 
honor in his election as president of the 
North Carolina Federated Council of so- 
cial, civic and religious organizations, 
The purpose of the council is the co-or- 
dination of sentiment of federated agen- 
cies on any given subject for the purpose 
of education or legislation by conference, 
recommendation to federated agencies of 
measures for the common good, and 
united follow-up and support of such 
measures as are approved by the feder- 
ated agencies. More than twenty state- 
wide organizations have already ap- 
proved the movement. 





JOSEPH S. FRELINGHUYSEN 


Joseph S. Frelinghuysen, former 
United States Senator and well-known 
fire insurance executive, has presented 
to the General Frelinghuysen Chapter of 
the D. A. R. of Somerville, N. J., the old 
Dutch parsonage in Washington Place, 
Somerville, nearly opposite General 
George Washington’s headquarters there 
for several months during the Revolu- 
tionary War. The house was erected in 
1751 by the Rev. John Frelinghuysen and 
was bought and moved to its present site 
by Ex-Senator Frelinghuysen several 
years ago. 

> + * 


William S. Walters, a prominent in- 
surance broker of Newark, N. J., accom- 
panied by Mrs. Walters, left this week 
for a five months’ stay in Coral Gables, 
Fia. They are motoring and will stop 
at places of interest on the way down. 

. -* 4 


Herbert L. Mount, secretary of tlie 
Wisconsin Compensation Insurance 
Board, Madison, recently was successiul 
in bagging a large deer in the northern 
Wisconsin forests. 

+ 


Charles F. Swayze, an insutance agent 
of Niagara Falls, Ont., has been re-elect- 
ed mayor of that city. This is his third 
term. 
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New Style of Insurance Dinner 
Reporting 
In its report of the dinner by the in- 
surance fraternity to insurance commis- 
sioners and others in State Insurance 
Departments held at the Waldorf-Asto- 
ria last week, the Journal of Commerce 
offered a novelty by saying on Friday 
morning that the dinner was a celebra- 
tion of the birthday of Thomas B. Don- 
aldson, former Pennsylvania commis- 
sioner, and now an insurance executive. 
This was read with considerable shock 
by the committee on arrangements and 
also by Mr. Donaldson as he was at the 
dinner as a host not as a guest, being a 
member of the committee of 110 insur- 
ance men who gave the dinner. 
Investigation disclosed that the group 
at Mr. Donaldson’s table learned that 
December 7 was his birthday and a mem- 
ber of the group, Carl M. Hansen, 
slipped out and bought him a present. 
The table offered several toasts to Mr. 
Donaldson. At his table in addition to 
Mr. Hansen, who is president of the In- 
ternational Reinsurance, were among 
others, Herman L. Ekern, former insur- 
ance commissioner of Wisconsin; Tom 
Waters, Des Moines lawyer; President 
Willard Case and Vice-President G. R. 
Dette of the Independence Indemnity; 
A. G. Hall of the Insurance Advocate; 
R. W. Sheehan of The Spectator; and 
Edwin N. Eager of The Eastern Under- 
writer. 
xk * x 
A Fourteen Column Court Decision 
A recent National Surety law case— 
National Surety v. Babcock, et al., re- 
quired fourteen columns of type in the 
New York Law Journal to print the de- 
cision. Babcock had been committee of 
the estate for fifty incompetent persons, 
and had filed a separate bond for each 
estate. Premiums on bonds were or- 
dered paid by a number of estates to the 
National Surety. 
* © & 


To Digest Insurance Articles 

An important feature of The Manage- 
ment Review, published by the American 
Management Association, is The Man- 
agement Index which contains abstracts 
of articles taken from current periodicals 
of interest to the membership of the Am- 
erican Management Association. Start- 
ing with the January issue the insurance 
section of The Management Index will 
be contributed each month by the vice- 
president in charge of the insurance di- 
vision—P, D. Betterley, assistant treas- 
urer, Graton & Knight Co. 
_ The Management Review goes to ma- 
Jor executives in the leading industrial 
and commercial organizations of the 
country. 

¢ £ & 


British Papers Announce Coupon 
Changes 

Two papers in the British Northcliffe 
chain announce changes in their coupon 
Insurance schemes. The death benefits 
under the Leicester Evening Mail’s 
coupon offer have been reduced to £5,000 
($25,000). This was the original figure, 




















but it was increased to £10,000 last Janu- 
a 


ry. 

The Bristol Evening World has revived 
its coupon offer, with £5,000 death bene- 
fits, which had been discontinued for 
some time. Competition in the British 
newspaper world has sharpened during 
the past year. 

e + 

Britain Will Welcome Somerville 

The announcement that Ross Somer- 
ville, the insurance broker of London, 
Ontario, who created a big surprise by 
winning the American amateur golf 
championship, intends to compete for the 
British title at Hoylake next year, has 
aroused considerable interest among 
British insurance men, especially those 
who are golf enthusiasts. 

Before taking up golf seriously, 
“Sandy” Somerville was well-known in 
cricket, rugger and hockey circles, in 
which trinity of sports he was long a 
prominent figure. He once toured Eng- 
land with a Canadian cricket team, but 
has never yet played in British golf 
championships. Like Bobby Jones in the 
United States events, Somerville has 
monopolized the Canadian  title—four 
wins in six years— and has always quali- 
fied for the American championship. 
Now, after years of persistence, he has 
won the latter, too. It is hoped that 
when Somerville comes to England a re- 
turn match will be arranged with John 
Beck, the British Walker Cup player, 
who knocked him out in the second 
round of the American championship 
four years ago. Somerville wants to 
even up that score. 

* * £ 
R. Landers Boon of London Recent 
Visitor Here 

R. Landers Boon, who has returned 
to England after a visit here, is joint 
London manager of the American For- 
eign Insurance Association, the other 
manager being A. J. M. Bonar. Mr. Boon 
is the marine expert; Mr. Bonar, the fire. 
Among the authors of books on marine 
insurance, Mr. Boon is also a lecturer 
on the subject as well as having built up 
a reputation as a marine adjuster. 

* 


A Popular Golf Policy in England 
In England the Sun Fire Office is hav- 
ing quite a run on golfers’ policies, cost- 
ing ten shillings a year, which cover the 
golfer and his kit against a variety of 
risks, including breakage of clubs. 
xk 


Cedric Foster of the Hartford Times 

The Hartford Times regarded the 
many insurance conventions in New 
York City last week as of sufficient im- 
portance to send down its financial edi- 
tor, Cedric Foster. Mr. Foster remained 
throughout the week, and sent long, in- 
telligent reports of the conventions 
every day. He is one of the most capable 
of the New England newspaper men, and 
has been on the Hartford Times for a 
number of years. He has achieved the 
difficult position for a reporter of stand- 
ing well with the Hartford insurance fra- 
ternity. Strange as it may appear in that 
center of insurance the number of re- 


porters who are qualified to cover insur- 

ance happenings and who have the con- 

fidence of the insurance fraternity is 

limited. Two of the best are Mr. Foster 

and Philip Rose of the Hartford Courant. 
- “2% 


Underwriters Equity, Inc., and 
David M. Milton 

David M. Milton, son-in-law of John 
D. Rockefeller, and a lawyer associated 
with Satterlee & Canfield, is also presi- 
dent of the Underwriters Equities, Inc. 

The Underwriters Equities, Inc., has 
made an exchange of stock offer to the 
stockholders of the American Colony, 
Majestic Fire and American Merchant 
Marine. In a letter to stockholders of 
the three companies the Underwriters 
Equities, Inc., says that it was formed 
for the purpose among other things of 
furnishing a medium through which the 
stockholders of these three insurance 
companies (and of such other insurance 
companies as the Equities may later in 
its discretion include in this offer) “can 
unite to protect their investments and 
insure a unified and an impartial control. 
It hopes by this means that the com- 
panies may be converted into a sound 
and consolidated investment which can 
be efficiently handled and in which all 
stockholders will equally share, whether 
or not they now form part of the minor- 
ity or controlling groups. Underwriters 
Equities, Inc., has entered into agree- 
ments as a result of which it will directly 
or indirectly acquire the holdings of the 
groups now in control of the three com- 
panies. 

Mr. Milton is acting as president of 
Underwriters Equities, Inc., for the pres- 
ent and without compensation. The di- 
rectors of Underwriters Equities, Inc., in 
addition to Mr. Milton, are Charles S. 
Conklin, Northern of New York; Edgar 
Palmer, New Jersey Zinc Co.; John E. 
Whinery, J. G. White & Co., Inc.; G. Hil- 
mer Lundbeck, Jr., Swedish-American 
Line; Bernard Peyton, American Colony 
Insurance Co.; and William F. Williams, 
J. G. White & Co., Inc. These men are 
also directors of the American Colony. 

* * & 


The Munich Reinsurance 
The Munich Reinsurance Co.’s finan- 
cial statement for June 30, 1932, has been 
published. The company has maintained 
its volume of business, showing a gross 
premium income of Rm. 248,699,000, which 
was in excess of the previous year. The 
underwriting results were favorable in 
fire insurance, but there was a loss on 
hail insurance. Transport insurance for 
the first time in five years made a profit. 
Credit insurance was not so good. Acci- 
dent and third party insurance were sat- 
isfactory. : 
* * 2 


Maternity Deaths in South Africa 


South African insurance newspapers 
are printing details of a national ma- 
ternity service because of the alarming 
number of maternity deaths there. The 
Midwives’ Institute suggests a national 
scheme under the Health Insurance Act 
in order to protect mothers. 

* * * 


Farm Fires in Quebec 

Most of the large number of recent 
farm fires in Quebec have been attrib- 
uted to farm machinery. An adjuster 
tells Canadian Insurance that in most 
cases the farmers are to blame for not 
taking greater precautions. 

Operators of hammer feed grinders 
need to be constantly on guard against 
fires resulting from pieces of metal 
mixed with the grain. When the ham- 
mer strikes these, he explained, a stream 
of sparks is produced which ignites the 
dust with which the mill is filled. (Where 
electric current is available, an electro- 
magnetic separator in the feed spout is 
cheap insurance not only against fire but 
against damage to the mill. Every 
threshing outfit and hammer feed grind- 
er should be protected with suitable and 
efficient fire extinguishers, he maintained. 

* * * 


Mr. Fishback’s Successor 
The successor of Insurance Commis- 
sioner Fishback of Washington, William 


A. Sullivan, who takes office in January, 


owns extensive real estate holdings in 

Washington and California, and during 

the past fourteen years has been engaged 

in the insurance and real estate business | 
in Seattle. Born in Ireland he came to 

San Francisco when sixteen years old, ! 
and for eight years was associated with 

Pope & Talbot. In 1913 he entered the _ 
insurance business in San Francisco and 

shortly thereafter joined the San Fran- 

cisco Brokers Exchange. At the out- 

break of the war he enlisted’ in the navy 

as an aviator. The Pacific Northwest 

Underwriter says that his knowledge of 

woods led to his being. assignéd to the 

division of wood technology, associated 

with airplane construction. A _ treatise 

he prepared on the subject was issued as 

a standard by the War Department. 

Upon his discharge from the service he 

was assigned to the railroad administra- 

tion of the U. S..Government for six 

months and ordered to Seattle. Liking 

the Puget Sound area he made Seattle 

his permanent residence, and entered the 

insurance and real estate business. He 

also organized the Continental Mutual 

Savings Bank and for a time was its sec- 

retary and manager. 

ok 


Simplified Auto Rate Change 
Announcement 
As an example of how simply changes 
in motor car rates can be announced I 
submit herewith the letter of the Car & 
General sent to agents in Great Britain 
a few weeks ago by that company: 





It has been decided to make certain 
changes in the terms and rates. of pre- 
mium for motor insurance for both new 
and renewal business as from December 
1, 1932. These changes will in many in- 
stances reduce the cost of insurance to 
the public, and should result in a sim- 
plification of the business with advantage 
to your agency. 

A brief outline of the more important 
alterations is given below: 

(1) No claim bonus. 

The bonus (except in respect of motor 
cycles and specially rated insurances) 
will be placed on a progressive basis, i.e. : 

No claim during one year of 
SMUD ie vsk00494 9.000900 10% 

No claim during two preced- 
ing consecutive years of in- 


COME sgccssccetesoneesnn 15% 
No claim during three preced- 

ing consecutive years of in- 

PRN ics signee easecdss4os 20% 


Policyholders, therefore, who have been 
free of claims for the last two or three 
years of insurance will, on renewal, be- 
come entitled to 15% or 20% No Claim 
Bonus. Transfers will be accepted from 
other insurers without the loss of this 
bonus. 

(2) Cars of a private type other than 

those used for hire. 

The premiums for private cars have 
not been changed, but cars of a private 
type used for business purposes will if 
future be rated on the private car scale 
of premiums, nlus a percentage accord- 
ing to use, the wider benefits of the 
private car policy being given subject 
to necessary modification in certain cases. 

The named driver discount is extend- 
ed to apply where the named driver is 
an employe. 

(3) Cars of a private type used for 
hire. 

The normal rates for this class are 
being reduced, and passenger risk will 
be included without additional premium. 
(4) Goods carrying vehicles. 

An alteration in the basis of rating 
has been made and premiums have been 
revised. These will in many cases enabie 
us to offer more favorable terms, partic- 
ularly in country districts. 

(5) Private motorcycles. 

A general increase in rates has been 
found necessary. The new rates will be 
subject to a discount of 20% where the 
motorcycle is used only with a sidecar 
attached. 

(6) Motor trade. 

Premiums for certain classes of motor 
trade insurance have been revised, and 
the rates for passenger liability are re- 
duced. 

A supply of the revised prospectuses 
will be forwarded to you in due course. 
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FIRE INSURANCE 





Haid Outlines Future 

In Hartford Address 
CITES ECONOMIES ACHIEVED 
Executives Ass’n President Also Speaks 


of Agency Balances and Fire- 
Casualty Co-operation 








Reduction of expenses in the fire in- 
surance business has been in process for 
the last two years and the dollar outgo 
of the company organizations in 1933 
will be at least 20% and about $4,000,000 
less than it was in 1928 according to 
President Paul L. Haid of the Insurance 
Executives Association who spoke on the 
outlook for fire insurance before the 
Connecticut Insurance Day meeting yes- 
terday in Hartford. At the same meet- 
ing was Insurance Commissioner Howard 
P. Dunham of Connecticut, chairman of 
the recently appointed committee of 
commissioners to make a survey of ex- 
penses of the insurance business, includ- 
ing company organizations and Mr. Haid 
directed Col. Dunham’s attention to the 
economies already achieved. 

Taking as the text of his address the 
subject “Looking Forward,” Mr. Haid 
said he did not believe that any vital 
changes in the conduct of the insurance 
business are either necessary or advis- 
able. However, some readjustments will 
have to be made. 


Future Economy Essential 


“At present it seems unlikely that our 
former prosperity will speedily return,” 
Mr. Haid stated. “With the lessening 
of purchasing power, both at home and 
abroad, production, transportation and 
trade necessarily will be curtailed. To 
us this means a shrinkage in underwrit- 
ing income. With an increase in expense 
cost and the curtailing or possibly the 
elimination of profit, it seems probable 
that the insurance mechanism of tomor- 
row will be on a somewhat smaller scale 
than for a number of years past. It is 
inevitable that our business in the fu- 
ture will need to count its pennies more 
closely and scrutinize all items of cost 
more carefully. This problem is recog- 
nized by the insurance companies both 
in their individual management and in 
the various organizations throughout the 
country which they support. It affects 
with equal force their agency organiza- 
tion as indeed it affects every individual 
citizen. 

“So far as the public is concerned we 
have enjoyed a good measure of con- 
sideration based upon sound financial 
condition and equitable and fair dealings 
with our policyholders. We have been 
lax, however, in bringing about a better 
public realization of the value of the 
services rendered to policyholders by the 
many organizations supported voluntarily 
by company funds, in the standardiza- 
tion of building codes, the betterment of 
fire fighting facilities and the elimination 
of fire waste through inspection and loss 
prevention practices. 

Agency Balances 

“At this time companies are facing a 
terrific problem in collecting the pre- 
miums on the indemnity their agents are 
selling. There is in many cases no rea- 
son to doubt the goodwill of the agent; 
often the difficulty is due to the failure 
of his customers to pay; frequently it is 
due to the fact that his earnings have 
decreased more than he has been able 
or sometimes willing to decrease his cost 
of living. 

“The preservation and solvency of 
agencies can only be accomplished by a 
far more extensive and effective agree- 
ment among companies and agents than 
has ever before been attempted. Yet a 
move along this line was sorely needed 
even prior to 1929 and is doubly needed 
today. A great deal will be gained if 
agents will so order their affairs as to 


(Continued on Page 17) 


Four Executives on 
Boston Dinner Program 


N. E. EXCHANGE ANNIVERSARY 





Bailey, Shallcross, Ives, Hatfield and 
Ralph Sweetland to Speak at 
Copley Plaza on Jan. 6 





Five leading figures in the fire insur- 
ance field will address the fiftieth anni- 
versary dinner of the New England In- 
surance Exchange at the Copley Plaza 
Hotel in Boston on January 6 which will 
be attended by many of the most promi- 
nent men in the business. They include 
the following: 

C. W. Bailey, president of the Ameri- 
can of Newark and president of the Na- 
tional Board of Fire Underwriters, who 
will speak on “The National Board— 
How It Is Aiding In Our Fire Insurance 
Problems.” 

C. F. Shallcross, United States man- 
ager of the North British & Mercantile 
and president of the Eastern Underwrit- 
ers Association, whose topic will be 
“What of the Future for Fire Insur- 
ance?” 

Ralph B. Ives, president of the Aetna 
(Fire) and vice-president of the E.U.A., 
who will talk on “The Field Man—His 
Obligations to His Company, Its Agents 
and to the Public.” 

Frank C. Hatfield, vice-president of the 
Phoenix of Hartford and chairman of 
the committee on rates and rating meth- 
ods of the E.U.A., whose subject will be 
“Coordination of Rating Practices and 
Methods in Eastern Underwriters Asso- 
ciation Territory.” 

Ralph Sweetland, secretary of the New 
England Insurance Exchange, who will 
relate “What Events or Conditions Led 
to the Formation of the New England 
Insurance Exchange.” 


I. U. B. PREMIUMS INCREASE 








Six Per Cent Gain Reported for Year 
Ending Oct. 30; Governing Com- 
mittee to Be Named Soon 
In spite of general business reactions 
this year the premiums reported to the 
Interstate Underwriters Board increased 
6% in 1932, for the twelye months end- 
ing October 30, over the 1931 figure. Re- 
ports were made by Manager John R. 
Dumont and W. Ross McCain, chairman 
of the governing committee, at the an- 
nual meeting held in New York on Tues- 
day. Those present gave consideration 
to several matters upon which final ac- 
tion will be taken later. Twelve mem- 
bers of the governing committee to serve 
next year will be appointed soon by 
President C. F. Shallcross of the Eastern 
Underwriters Association. The other 
four members are the heads of the four 
regional fire organizations. The govern- 
ing committee will meet in January to 
elect a chairman and name an advisory 
committee. This was one of the best 
attended meetings ever held by the 
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Sound Insurance 





Fire Association of Philadelphia 
The Reliance Insurance Company 


Victory Insurance Company 


OTHO E. LANE, President 
JAMES G. MACONACHY, Vice-President 
J. VICTOR HERD, Secretary 


for over a Century 





Chicago 
Atlanta 


HEAD OFFICES 
Fourth and Walnut Streets, Philadelphia 


DEPARTMENTAL OFFICES 
San Francisco 


New York City 


Dallas 
Toronto 








OCEAN AND INLAND MARINE DEPARTMENTS 
Appleton & Cox, Inc., Attorney 
8 South William Street 
New York City 


Service Offices or General Agencies in all Principal Cities 








More Experience Rating of Fire 
Risks Urged By W. R. Crane of N.Y. 


Experience rating in fire insurance is 
a subject that has long been discussed 
but has actually received little recogni- 
tion, except collectively, in the rating 
formulas which are based almost wholly 
on the physical factors of construction, 
occupancy, exposure and the like. W. R. 
Crane, manager of the New York City 
department of the Crum & Forster com- 
panies and well-known as one of the 
leading fire insurance underwriters in 
New York City, in a recent lecture on 
fire rate-making before the brokers’ 
course of the New York Insurance So- 
ciety made brief references to simplifica- 
tion of present schedules and the use of 
experience rating at the close of his re- 
marks. 

He spoke of the increasing attention 
given to personal experience in the cas- 
ualty field and in the writing of automo- 
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The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 
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VOLUNTARY CONTINGENT RESERVE 
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$12,696,720.29 
1,902,061.44 
625,639.44 
2,125,662.41 
8,043,357.00 





bile fleets by fire companies, and states 
that “some genius may arise who will 
devise a method of measuring this hu- 
man element, so important to under- 
writers and as yet unknown to schedules.” 

Following are Mr. Crane’s references 
to simplification and experience rating: 

The development of schedule rating, 
and the attempt to measure all the fac- 
tors of elements that may possibly con- 
tribute to or retard or extinguish fire, 
have led to a multiplicity of items and 
a minutia of detail that in the judgment 
of many are unnecessary and have no 
real accomplishment; that perhaps at- 
tempt a distinction where there is no real 
difference. This has resulted in a growing 
demand for a simplification of schedules 
with’ the object of removing some of 
these charges. It is very likely that the 
future will see changes in schedules that 
result in not more charges and credits, 
but rather in less. 


First Principle Now Ignored 


The first principle of underwriting (as 
well as of law), namely, that it is people 
and not property that are insured, is 
ignored in the schedule rating of indi- 
vidual properties, except that schedules 
generally provide a charge for each ten- 
ant above one and in some cases there 
is an added charge for the number of 
operatives above a minimum. These, 
however, are measures of quantity and 
not of quality. This human element is 
collectively measured as it is reflected in 
loss experience, and in turn in rate. This 
is probably the primary reason why dif- 
ferent territories and different classes of 
approximately the same physical hazard 
take different rates. 

But this measurement does not carry 
down to the individual risk, and the ele- 
ments of character, discipline and morals 


(Continued on Page 20) 
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Fire Opposition to 
N. Y. Marine Ruling 


EXCHANGE LISTS OBJECTIONS 





N. Y. Rating Organization to Have 
Committee of Three to Study Fire- 
Marine Conflicts 





A special sub-committee of three of 
‘he governing committee of the New 
York Fire Insurance Rating Organiza- 
ion will be appointed by Chairman 
William F. Dooley, vice-president of the 
\merica Fore Companies, to study the 
bjections of fire insurance interests to 
ihe recent ruling of Insurance Superin- 
‘endent George S. Van Schaick of New 
York on the underwriting powers of the 
narine branch of insurance. While the 
present ruling was based in large meas- 
ure on the proposals of a joint commit- 
tee of fire and marine executives there 
are other fire company officers and 
agents who believe that the ruling gives 
certain unfair advantages to the marine 
underwriters. 

On the other hand, the marine inter- 
ests are not wholly satisfied either with 
the ruling, contending that some further 
extensions of underwriting powers 
should be given them. The marine com- 
mittee’s proposed model ruling for adop- 
tion in other states appears elsewhere 
in this issue. 

At the outset the sub-committee of the 
New York Fire Insurance Rating Or- 
ganization will give consideration to a 
report submitted by a special committee 
of the New York Fire Insurance Ex- 
change to the governing committee of 
the rating organization. James J. Hoey 
of Hoey & Ellison, chairman of the Ex- 
change’s special committee, submitted 
his report which contained the follow- 
ing exceptions to the marine power rul- 
ing now in force in New York State: 

Objections of Exchange 

“TI. A. 1. Imports on Consignment. In 
that the ruling does not contain the 
words ‘to which the property insured 
shall be in due course normally exposed.’ 

“I. A. 2. Imports Not on Consign- 
ment. In that the ruling does not con- 
tain the words ‘to which the property 
insured shall be in due course normally 
exposed.” 

“Also in that the ruling does not pro- 
vide that the property shall not be 
covered at points of sale-distribution or 
manufacturing premises nor after ar- 
rival at such points, or at premises 
owned, leased or controlled by the as- 


sured or purchaser, nor for more than‘ 


thirty days at other places of storage or 
deposit, nor in premises of transporta- 
tion companies or freight forwarders un- 
less the property is in bona fide course 
of transportation. 

“TI. B. 1. In that the ruling does not 
contain the words ‘to which the prop- 
erty insured shall be in due course nor- 
mally exposed.’ 

“Also in that the ruling contains the 
words ‘when designated or while being 
prepared for export,’ and does not con- 
tain the words of the statute ‘while be- 
ing assembled, packed, crated, baled, 
compressed or similarly prepared for 
shipment or while awaiting the same.’ 

“I. C. 1. Domestic Shipments on Con- 
signment. In that the ruling does not 
contain the words ‘to which the prop- 
ertv insured shall be in due course nor- 
mally exposed.’ 

“I. C. 2. Domestic Shipments Not on 
Consignment. In that the ruling does 
not contain the words ‘to which the 
property insured shall be in due course 
normally exposed.’ 

“Also in that the ruling contains the 
words ‘except in premises of transpor- 
tation companies or freight forwarders 
while awaiting transportation on an early 
and appropriate conveyance,’ and does 
not contain the words ‘nor in premises 
of transportation companies or freight 
forwarders unless propertv is in bona 
fide course of transportation.’ 

Personal Property Floate~s 

“T. D. 2. (h) Personal Property Float- 
er Risks-Salesmen’s Sample Floaters. In 
that the ruling does not contain the 


words ‘and excluding coverage on any 
other premises where the samples are 
for sale or on consignment.’ 

“TJ. Marine and (or) Transportation 
Policies Shall Not Cover Property under 
the following conditions: In that the 
ruling does not contain the words ‘risks 
on buildings, structures, wharves, piers, 
docks, bulkheads and sheds and other 
fixed real property on land and (or) over 
water.’ 

“In General. In that the ruling does 
not contain the following words: ‘Ma- 
rine and (or) transportation policies un- 
der this ruling covering in or on risks 
for which premium rates are promul- 
gated by the recognized rating organi- 
zations shall not be written for the whole 
coverage at a less rate than is legally 
chargeable for the highest rated element 
of the coverage.’” 

The report said that “the ruling should 
stand as promulgated on the following 
subjects in respect to which exceptions 
have been taken by the marine commit- 
tee: I. D. 1—Personal Property Floater 
Risks. 1 (a) Tourist Floater Policies; 
2 (a) Fine Arts Floaters; 2 (j) Jewelers’ 
Block Policies; 2 (n) Equipment Float- 
ers; 2 (p) Installment Sales Policies, 
and 2 (r) Furriers and (or) Fur Storers’ 
Customers’ Policies. 

“II. E. Prohibition of Marine and 
(or) Transportation Coverage on Pur- 
chaser’s Interest in merchandise in per- 
manent location, sold under partial pay- 
ment contract of sale, or installment 
sales contract.” 





Haid‘ on Future 


(Continued from Page 16) 


keep the monies of the companies sepa- 
rate and distinct from their own and 
convert to their own use only so much 
as is rightfully theirs. ; 

“The success of all companies is predi- 
cated on the success of their agents in 
acquiring business, on the quality of the 
business acquired, and on the financial 
responsibility of the agent to make 
settlements. The success of the agents 
is very closely related to the soundness 
of the companies they represent. ‘Lhe 
welfare of the agents as a whole and the 
welfare of the companies as a whole are 
interdependent and there is every rea- 
son why the two groups should meet in 
the friendliest spirit and regard them- 
selves as allies. 

“That the fire insurance business has 
not been lacking in progressiveness and 
in looking forward must be recognized 
in the formation of the Insurance Ex- 
ecutives Association, of which the presi- 
dent of one of your greatest companies 
is a leading figure and serves as its 
chairman. : 

“The primary object of this Associa- 
tion is to foster the practice of fair- 
dealing and the observance of ethical 
principles in competition among its 
members. It purposes also to bring 
about improvement, reforms and econo- 
mies in the methods and practices of 
conducting the business of fire insurance 
and its allied lines, also that forms of 
coverage better suited to the changing 
conditions of business and manufactur- 
ing may be devised, resulting in better 
service to the insuring public. 

“We have already made substantial 
progress. In the past we have built up 
some fine organizations both among 
companies and among agents, and these 
so far as they go are monuments to our 
ability to work together. I should like 
to see these organizations truly compre- 
hensive. They are the vehicles whereby 
we may regiment ourselves for joint ac- 
tion; the more we trust each other, the 
more we demonstrate our ability to give 
up some measure of our individual free- 
dom for the common good and unite in 
a common cause, the more effective we 
shall be. 


Fire-Casualty Co-operation 


“Fire insurance, however, cannot stand 
alone. The interlocking of ownership of 
fire, casualty and surety companies 
which has taken place during recent 
veirs, presents an entirely new problem. 
The fire business and the casualty busi- 


ness can no longer be conducted sepa- 
rately and apart from each other. They 
must be brought into closer agreement 
as to the essential elements of competi- 
tion and agency relationship. There 
must exist a far reaching co-operation 
between the various classes of compa- 
nies. There should be a common ground 
upon which both classes of stock insur- 
ance carriers may meet and whereon the 
community of interest is completely rec- 
ognized. 

“That there are problems difficult of 
solution is obvious, but the interests of 
all concerned will be served only by the 
establishment of the co-operative spirit 
now prevalent among most fire insurance 
companies. 

“The caliber of the men at the head 
of both classes of companies is the best 
guarantee that these problems will not 
only be faced but will be solved in the 
best interests of all insurance. 

“While we have justifiable pride in the 
magnificent record of American capital 
stock insurance, we must have equal 
pride in the character of the managers 
and producers who have made this rec- 
ord possible.” 





ADOPTS NEW PIER SCHEDULE 


N. Y. Fire Exchange Will Rate Piers on 
Basis of Latest Specifications; Brok- 
erage Amendment Passed 


The New York Fire Insurance Ex- 
change at its monthly meeting on Wed- 
nesday adopted a new pier schedule 
bringing the rating of pier properties 
into line with the latest specifications 
for the construction and protection of 
piers as approved by the National Board 
of Fire Underwriters, the American As- 
sociation of Port Authorities, the Rail- 
way Fire Protection Association and the 
dock department of New York City. This 
new schedule is intended to prevent the 
repetition of such a fire as that which 
destroyed the large Cunard pier earlier 
this year. 

Another important action of the Ex- 
change was the adoption of a new pro- 
vision regulating the payments of brok- 
erage to persons, firms and corporations 
located either in or outside of the Ex- 
change territory. The text of this 
amendment to the Exchange agreement 
will be published in these columns next 
week. { 

The rule providing for a depreciation 
clause for rolling stock of traction com- 


National Board’s New 
Advertising Campaign 


TO USE NATIONAL MAGAZINES 





High Taxation Theme of First Adver- 
tisement in Time, Literary Digest 
and Other Publications 


The National Board of Fire Under- 
writers this week released an outline of 
the advertising which begins this week 
in national magazines and continues until 
April 30, 1933, the end of the National 
Board fiscal year. The first advertise- 
ment to appear is a full page entitled, 
“What a Toll Taxes Take!” This ap- 
pears in Time (December 12), Saturday 
Evening Post (December 17), Literary 
Digest (December 24) and Nation’s Busi- 
ness (January). 

A revision of the same advertisement 
in single-column form will appear in fif- 
teen farm publications which are now be- 
ing used for schedules of four and five 
single-column advertisements running 
from October, 1932, to March, 1933. 


First Ad is On Taxes 


Quoting from the tax advertisement, 
the National Board says: “Because the 
relationship of stock company fire insur- 
ance is so close and friendly with that 
of business and commerce, farm and 
home, the National Board of Fire Under- 
writers is publishing this paid message 
in the public interest. The 216 stock 
companies which make up the National 
Board of Fire Underwriters earnestly 
urge you to write your local and na- 
tional legislators, expressing your views 
on the tax situation.” 

In conclusion the National .Board of- 
fers to send a booklet, “Taxes—You Pay 
Them All,” which has been prepared to 
give further information on this impor- 
tant question. 

The National Association of Insurance 
Agents is co-operating with the Nation- 
al Board in bringing the attention of lo- 
cal agents to the important messages ad- 
dressed to the general public through the 
National Board’s campaign which will 
reach many millions of people. 





paniees was repealed. The following 
resignations were reported: Majestic 
Fire, Mohawk Fire, Public Fire, Sidney 
A. Kirk and H. G. Treiss. 


Companies May Take Credit For 


Stock Losses For Income Taxes 


The National Board of Fire Underwrit- 
ers, through its counsel, J. H. Doyle, has 
sent to member companies a recent rul- 
ing of the Federal Commissioner of In- 
ternal Revenue with respect to insurance 
companies’ income taxes. In his note to 
the companies Mr. Doyle says: 

“While corporations generally are lim- 
itd in taking credit for losses from the 
sale or other disposition of securities held 
for a period of not more than two years 
to the amount of gain derived from like 
sources, this does not apply to insurance 
companies other than life and mutual in- 
surance companies. Confirmation of this 
is to be found in the attached letter ad- 
dressed to Hawkins, Pack & Hawkins 
under date of December 1, 1932, by Hon. 
David Burnet, Commissioner of Internal 
Revenue.” 

The letter of Commissioner of Inter- 
nal Revenue David Burnet under date 
of December 1 is as foilows: 

“Reference is made to your letter dated 
October 24, 1932, in behalf of certain in- 
surance companies other than life or mu- 
tual insurance companies, presenting the 
question as to whether the provisions of 
Section 23 (r) of the Revenue Act of 193? 
pertaining to ‘limitation on stock losses’ 
are applicable to such insurance compa- 
nies represented by you. 

“In reply you are advised that the net 
income of insurance companies other than 


life or mutual insurance companies as 
determined under Section 204 of the Rev- 
enue Act of 1932 differs from the net 
income of other corporations, and, as 
therein provided, the net income is the 
gross income less the allowable deduc- 
tions. In specifying the allowable deduc- 
tions in the computation of-the net in- 
come Section 204 (c) (5) provides as fo!- 
lows: 

“In computing the net income of an 
insurance company subject to the tax im- 
posed by this section there shall be al- 
lowed as deductions: 

“Losses sustained during the taxable 
year from the sale or other disposition 
of property.’ 

“Losses from the sale or other dispo- 
sition of property of course include losses 
from the sale or exchange of stocks and 
bonds. Although Section 33 (r) provides 
a limitation in certain instances relative 
to the deduction or losses sustained from 
the sale or exchange of stocks and bonds 
which have been held for a period of 
more than two years to the date of sale, 
it will be seen from the above-quoted 
provisions of the statute that such losses 
are deductible in their entirety in the 
case of such insurance companies, It is 
accordingly held that the limitation pro- 
vided in that respect by Section 23 (r) is 
not applicable to such insurance compa- 
nies under Section 204 of the Revenue 
Act of 1932.” 
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Hits High Commissions 
In Excepted Cities 


UNIFORM PAYMENTS SOUGHT 





J. A. Dalzell, Pittsburgh Agent, Seeks 
Support of National Association for 
Nation Wide Uniformity 





John A. Dalzell, prominent Pittsburgh 
local agent, is continuing his campaign 
to secure uniform commissions on a na- 
tion-wide scale. He believes that the ex- 
istence of excepted cities with higher 
commissions to agents there is not de- 
fensible and that stock fire insurance 
would be able better to offset the compe- 
tition of non-stock carriers if varying 
scales of compensation to local agents 
were abandoned and one scale used 
everywhere. In a letter which Mr. Dal- 
zell wrote last week to James L. Case, 
of Norwich, Conn., former president of 
the National Association of Insurance 
Agents, the writer said in part: 

“Tf the National Association will adopt 
the principle of uniform commissions na- 
tionwide they will be enlisting the sup- 
port of the majority of the members and 
will help the minority found in ‘excepted 
cities’ in the settlement of this high 
commission problem that is doing more 
to affect an elimination of responsible 
agents than any other cause. I wrote to 
President Gandy on this subject recent- 
ly and I quote the following two para- 
graphs from my communication to him: 

“‘For instance, take the statement of 
our own Pennsylvania Association for 
the period ending September 1, 1932 
This report disclosed a total membership 
of 600 who contributed $12,754 in dues. 
Out of this total thirty-seven members 
are located in Pittsburgh and contrib- 
uted $1,198 and thirty-two are located 
in Philadelphia and contributed $1,350. 
These figures disclose that only sixty- 
seven agents are located in so-called ‘ex- 
cepted cities’ where extravagant inex- 
cusable commissions are paid a few of 
the agents, and that 531 are located out- 
side so-called ‘excepted cities’ in the 
State of Pennsylvania. 

“Again, of the thirty-seven members 
in Pittsburgh, about fourteen are receiv- 
ing these inexcusable indefensible com- 
missions, and a few of the balance are 
undoubtedly receiving surplus lines from 
these offices, and as a result the balance 
of the local agents do not seem to have 
a voice, and as far as state and National 
Associations are concerned, such connec- 
tion seems to be only probably an ex- 
pense, and not of any material advan- 
tage. This state of affairs probably ex- 
ists in all other states where so-called 
excepted cities exist.’” 





ROCHESTER BOARD OFFICERS 


The officers of the Underwriters’ 
Board of Rochester, N. Y., were elected 
last week to serve for 1933. President 
Thomas A. Sharp is starting his third 
term in office. Louis Hawes, executive 
secretary and treasurer, is entering on 
his seventh year at that post. Louis C. 
Hock was elected vice-president, suc- 
ceeding Ernest A. Paviour. Mr. Hock, 
Roy A. Duffus and Chester C. Champion 
were elected directors for three year 
terms to represent agency membership; 
Arthur J. Bamann for three years to rep- 
resent the general membership, and A. H. 
Lord of Honeoye Falls for one year to 
represent the Monroe County division, 
including all the county outside of the 
city of Rochester. 





NEWARK AFTER AUTO THIEVES 


The Newark Police Department is now 
engaged in an intensive twenty day drive 
on automobile thieves: Reports in the 
hands of the department reveal a recov- 
ery of 2,338 out of a total of 2,470 cars 
stolen, a recovery percentage of 93.7% 
during the first eleven months of this 
year. Members of the fire department 
will aid in this drive against the thieves 
by inspecting garages where it is sus- 
pected that stolen cars are kept. No- 
vember was the worst month from the 
point of view of thefts, with 366, but the 
recoveries totaled 356. 
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To Dou and Pours 


AY the joy of the Christmas season 
and the happiness of well being, 
unmarred ‘by the lack of insurance pro- 
tection, be the lot of your clients as well 


as yourself throughout the coming year. 





The FRANKLIN 


FIRE INSURANCE COMPANY 
of PHILADELPHIA 


421 WALNUT STREET PHILADELPHIA, PA. 








Gives Agents Ideas On 
Improving Business 


HUBBARD TALKS IN HARTFORD 





Officer of Automobile Ins. Co. Speai:s 
To Those Attending Insurance 
Day Celebration 





Some suggestions to agents on how 
they can improve their business for 1923 
were given yesterday by Assistant Sec- 
retary Clarence T. Hubbard of the Aut: 
mobile of Hartford when addressi: 
those who attended the Connecticut |; 
surance Day meeting in Hartford. M 
Hubbard is one of the most popular 
speakers and writers on insurance sul 
jects and his ideas, which follow in pari, 
are worth considering closely: 

One effort which will improve business 

for 1933 and for all time to come, is to 
see that people are insured right. This 
involves much. It involves the survey- 
ing of insurance financial responsibilities. 
It means knowing, and with a consider- 
able degree of accuracy, what insurance 
an individual or firm may or may not 
need. It goes beyond that and calls for 
a knowledge of values, of rating methods, 
methods of improving risks, and of every 
element that enters into the insurance 
business. 
_ We don’t want the public to look upon 
insurance as just another thing which is 
sold—something to sell. The only foun- 
dation for further insurance success is 
to sell the idea of insurance protection 
which adequately and correctly fits the 
individual, or the business, so that the 
buyer is not overinsured, or underin- 
sured, nor taken advantage of in any 
way. It is the application of insurance 
rather than its salesmanship on which 
we must concentrate in the future. 

The greatest insurance opportunity, 
still undeveloped, is the matter of ap- 
plying insurance to “credit situations.” 
The banker, as the credit man of the 
country, still demands only life insurance 
and fire insurance protection of the cred- 
it he approves. How unscientific and 
how crude this situation still is! The 
only logical and practical manner for a 
banker to extend credit to a client is to 
make certain that the client is properly 
insured. The banker is not capable of 
determining and should consult the cli- 
ent’s insurance agent for a survey, or a 
report, showing that the client’s needs 
are adequately and properly insured. 


Catch Up on Reading Matter 


The local agent—and the insurance 
companies—at this time, can apply the 
“paint brush” in the application of many 
constructive improvements to the busi- 
ness. How about the insurance journals 
piled up on your roll top desk, or table? 
In them are some mighty fine, construc- 
tive articles on insurance salesmanship 
and in the way of contract elucidation. 
There are methods which agents have suc- 
cessfully used. The advertisements contain 
constructive suggestions. Now is your 
opportunity to read up and keep up with 
these marvelous sources of information. 

The present time is also an excellent 
opportunity to devote some of your sur- 
plus time on hand to the reading up of 
many of the excellent insurance books 
which have been published during th« 
past few years. Then, in addition to 
these books there are various “services” 
which can be considered, some put out 
by corporations specializing along such 
lines and others by the insurance com- 
panies themselves—authentic, brief but 
clear cut explanations of each and every 
policy contract. Now is the time to visi! 
your home offices, a privilege which some 
men have because of your close prox- 
imity. 

How about your mailing list?—Is : 
up to date? If not why not improve ‘t 
and have it in apple pie order for the 
first intelligent use to which you can 
put it? Check over your supplies. Per- 
haps you have some obsolete policies 
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Supreme Ces on Ship Fists 


(Continued from Page 1) 


seaworthy providing fire is not the di- 
rect cause of the damage done. But 
with respect to the risk of fire the ship- 
owner is released from all liability for 
damage under all circumstances unless 
it can be shown conclusively that the 
fire is “caused by the design or neglect 
of such owner.” (The fire statute passed 
by Congress in 1851.) 

T. Catesby Jones acted as counsel for 
the cargo underwriters and with him 
were associated D. Roger Englar and 
James W. Ryan. Cletus Keating ap- 
peared for the respondent shipowner and 
was assisted by L. DeGrove Potter, 
James H. Herbert and Richard L. Sulli- 
The case was entitled Earle & Stod- 


van, 
dart, Inc., et al against the Ellerman’s 
Wilson Line, Ltd. Following is the 


opinion of Justice Brandeis in full with 
the exception of certain court notes 


Text of Opmion 


Earle and Stoddard, Incorporated, and 
other owners of cargo shipped on the 
steamship “Galileo,” sued her owner and 
operator, Ellerman’s Wilson Line, Lim- 
ited, in the Federal court for southern 
New York, for breach of contract to de- 
liver at destination. .The defendant 
pleaded in bar the fire statute, which 
provides: “No owner of any vessel shall 
be liable to answer for or make good to 
any person any loss or damage which 
may happen to any merchandise what- 
soever, which shall be shipped, taken in, 
or put on board any such vessel, by rea- 
son or by means of any fire happening 
to or on board the vessel, unless such 
fire is caused by the design or neglect of 
such owner.” Rev. Stat. section 4282, 
Act of March 3, 1851, c. 43, section 1, 
9 Stat. 635. 

The District Court made these find- 
ings: Shortly after the departure from 
New York coal in a temporary bunker 
was found to be afire through spon- 
taneous combustion. Following appro- 
priate efforts to extinguish the fire, the 
vessel sank and practically the entire 
cargo was lost. The immediate cause of 
the loss was the fire, to which no design 
or neglect of the owner contributed. The 
immediate cause of the fire was the con- 
dition of the coal at the time the voyage 
was commenced, which rendered the 
vessel unseaworthy. The sole cause of 
the unseaworthiness was the gross neg- 
ligence of the ship’s chief engineer in 
putting a new supply of coal on top of 
old coal then known to be heated. The 
Circuit Court of Appeals concurred in 
these findings and affirmed the decree 
which dismissed the libel. 54 F. (2d) 
913. This Court granted certiorari on 
the ground of conflict of decisions. 286 
U, & Soo 

The cargo-owners concede that ordi- 
narily the phrase in the fire statute “ne- 
glect of such owner” means personal 
negligence of the owner, or, in case of 
a corporate owner, negligence of its 
managing officers or agents; and that 
the negligence of the master, chief en- 
gineer or other ship’s officers does not 
deprive the owner of the statutory im- 
munity. Walker v. The Transportation 
Co., 3 Wall. 150; Craig v. Continental In- 
surance Co., 141 U. S. 638, 646. The con- 
tention is that the statute does not con- 
fer immunity where the fire resulted 
from unseaworthiness existing at the 
commencement of the voyage and dis- 
coverable by the exercise of ordinary 
care; or, at least that the statute does 
not afford immunity where the owners 
warrant by their bills of lading, as it is 
asserted they have done here, that they 
will “exercise due diligence to make the 
steamer seaworthy.” 


Question of Seaworthiness 


First. The fire statute, in terms, re- 
lieves the owners from liability “unless 
fire is caused by the design or neglect 
of such owner.” The statute makes no 
other exception from the complete im- 
munity granted. The cargo-owners do 
not make the broad contention that the 


the 
vessel-owner if the fire was caused by 


statute affords no protection to 
unseaworthiness existing at the com- 
mencement of the voyage. Their con- 
tention is that it does not relieve the 
owner if the unseaworthiness was dis- 
coverable by due diligence. The argu- 
ment is that the duty of the owner to 
make the ship seaworthy before start- 
ing on her voyage is nondelegable and 
if the unseaworthiness could have been 
discovered by due diligence there was 
necessarily neglect of the vessel-owner. 

In support of this contention, the 
cargo-owners place some reliance upon 


The Edwin I. Morrison, 153 U. S. 199, 
The Caledonia, 157 U. S. 124, and The 
Carib Prince, 170 U. S. 655. Those cases 


enunciate the rule that in every contract 
of affreightment there is, unless other- 
wise expressly stipulated, an implied 
warranty of seaworthiness at the com- 
mencement of the voyage. The war- 
ranty is absolute that the ship is in fact 
seaworthy at that time, and the liability 
does not depend upon the knowledge or 
ignorance, the care or negligence of the 
shipowner or charterer. Obviously, those 
cases lend no support to the contention 
that breach of the implied warranty of 
seaworthiness constitutes “neglect” of 
the vessel owner under the fire statute. 

The cargo-owners rely chiefly upon 
International Navigation Co. v. Farr & 
Bailey Mfg. Co., 181 U. S. 218, and The 
Wildcroft, 201 U. S. 378. Those cases 
involved the construction of the Harter 
Act; and the language there employed 
is different. The Harter Act provides 
in section 3 that the vessel-owner shall 
not be liable if he “shall exercise due 
diligence to make the said vessel in all 
respects seaworthy.” And under that act 
the requirement of due diligence is not 
‘satisfied if there is negligence on the 
part of any of the ship’s employes. In- 
ternational Navigation Co. v. Farr & 
Bailey Mfg. Co. supra. But the Act 
does not purport to create any general 
duty on the part of the shipowners. Its 
requirement of due diligence is imposed 
as a condition of securing immunity 
trom liability tor certain kinds otf losses, 
like those due to errors in navigation or 
management, ‘Lhat the provisions of the 
riarter Act do not reter to lability tor 
losses arising trom fire is made clear by 
section © wnich declares that the Act 
“shall not be held to modity or repeal 
sections 4281, 4282, and 4280 of the Ke- 
vised Statutes,” section 4282 being the 
fire statute. ‘Lhe courts have been care- 
tul not to thwart the purpose ot the hre 
statute by interpreting as “neglect” of 
the owners the breach of what in other 
connections is held to be a nondelegable 
duty. Nothing contained in the opimon 
of this court in ‘The Malcolm Baxter Jr., 
2/7 U.S. 323, is to be taken as indicating 
a ditterent view. 


Bills of Lading 


Second. No provision in any bill of 
lading deprives the vessel-owner of the 
protection given by the fire statute. 
here are 238 bills of lading on 18 dif- 
ferent forms. In no bill of lading is 
there an express warranty of seaworthi- 
ness. In each, there is a provision ex- 
pressly incorporating the fire statute. 
Many of the bills ot lading contain also 
this provision: “It is mutually agreed 
that * * * the carrier shall not be hable, 
as carrier or otherwise, for any loss, 
damage, delay or default, whether oc- 
curring during transit or before * * * 
occasioned by fire or flood, from any 
cause or wheresoeyer occurring: * * * 
by explosion, bursting of boilers, break- 
age of shafts, of any latent defect in 
hull, machinery, or appurtenances, or 
unseaworthiness of the steamer, whether 
existing at the time of shipment, or at 
the beginning of the voyage, provided 
the owners have exercised due diligence 
to make the steamer seaworthy; * * *” 
So far as loss from fire is concerned, the 
quoted provision leaves the area of per- 
sonal neglect unchanged, adding nothing 
to the obligations of the vessel-owner. 


And in view of the express incorporation 
of the fire statute in the bill of lading, 
the provision is not to be construed as 
a waiver of the statutory immunity for 
loss by fire. 

Third. There was no personal con- 
tract of the vessel owner superseding the 
fire statute. The cargo owners invoke 
the rule announced in Pendleton v. Ben- 
ner Line, 246 U. S. 353, and Luckenbach 
v. McCahan Sugar Refining Co., 248 U. 
S. 139. Those cases have no application 
here. They declare that the statutes 
limiting the amount of liability of a ship- 
owner to the amount or value of his in- 
terest in the vessel and her freight then 
pending (Act of March 5, 1851, c. 43 sec. 
3, Rev. Stat. sec. 4283; Act of June 26, 
1884, c. 121, sec. 18, 23 Stat. 53, 57) do 
not apply to personal contracts of the 
owner. Here the inquiry is not whether 
there was a “personal contract,” on 
which the shipowner can be held to the 
full amount of the loss, but whether he 
can be held liable at all. He can not be 
held liable unless by agreement. or 
otherwise, he has waived the benefit of 
the fire statute. The only basis for the 
claim of waiver is the bill of lading. 
What has already been said concerning 
their provisions disposes of that inquiry. 


Not Personal Contracts 


Moreover, the rule announced in the 
Pendleton and Luckenbach cases has 
been applied by this court only ‘to pri- 
vate charter parties executed by the 
owner. The bills of lading, which are 
said to contain “personal contracts,” were 
not executed by the respondent or by 
any of its officers or managers. They 
were given, in large part, by agents of 
railroads or other steamship companies 
and are to be regarded merely as ship’s 


documents. Compare Capitol Transpor- 
tation Co. v. Cambria Steel. Co., 249 U. 
S. 334, 336. 


The district court was right in dis- 
missing the libel, and the decree of the 
Circuit Court of Appeals is accordingly 
affirmed. 


Hubbard Speaks 


(Continued from Page 18) 


You may find some excellent advertising 
material which you have never used. 

And a little reading of your rule books 
will prove a marvelous opportunity to 
improve your business for 1933. Take a 
rule book and read it cver some night 
and you will be amazed at the informa- 
tion you can absorb with which you were 
not previously familiar. And going over 
these rule books with the department 
heads in the home office will turn out 
to be a profitable piece of work. 

How about the cigarette loss problem 
as just one of many of the major insur- 
ance problems? Who started to pay 
cigarette losses? Where did the de- 
mand originate? Who is going to 
stop it? No one company is going to 1t 
the others are going to continue. No one 
agent is going to resist these claims un- 
less all other agents do. If these losses 
continue it means eventual drastic legis- 
lation or policy changes which may not 
be healthy for the business. Is not the 
opportunity right in your hands? An- 
other way to improve business for 1933. 

On the commission question: It seems 
to me that the local agent should worry 
more about justifying the commissions 
he receives to the public rather than 
being so concerned about how much can 
be received from the companies. The 
public which is so carefully investigating 
and analyzing the incomes, fees, margins 
of profit, and so on, earned in each busi- 
ness and professions i is manifesting quite 
an interest in the commissions paid to 
insurance agents. The mutual insurance 
companies have spread the word that 
there is no need of insurance agents and 
that they are over paid and that the 
public will do better to deal direct with 
insurance companies. You know, and I 
know, that the conscientious and pro- 
gressive insurance agent fully earns the 
commissions paid to him in serving as 
the doctor of insurance in his commu- 
nity. 








Fire Fighter | 








JEAN C. HIESTAND 


Jean C. Hiestand, recently elected sec 
retary of the Ohio Farmers companies at 
LeRoy, Ohio, has been chief of the Le- 
Roy volunteer fire department for more 
than ten years but made his first run 
with the denartment on Monday morn- 
ing, November 28, when the smoke eat- 
ers were called out to fight a blaze in a 
farm dwelling near the Ohio Farmers 
home office. The fire was extinguished 
with small damage. 





N. Y. FIRE EXAMINERS MEET 


The Fire Insurance Examiners Asso- 
ciation of New York held a dinner meet- 
ing last evening at Childs Restaurant at 
136 William Street. George H. Martin 
of the Automatic Sprinkler Corporation 
explained the operation of sprinkler 
equipments. Garratt C. Crebbin showed 
a motion picture entitled “The Eyes of 
Science,” produced by James S. Wat- 
son for the Bausch & Lomb Optical Co. 
This picture showed the various proc- 
esses in making optical instruments. 





AETNA (FIRE) DIVIDEND 
Directors of the Aetna (Fire) of Hart- 
ford have declared the regular quarterly 
dividend of 50 cents a share, payable 
January 2, 1933, to stockholders of rec- 
ord December 12. 





Crane on Rating 


(Continued from Page 16) 


that make one risk greatly superior to 
another, physically and materially the 
same, are not recognized by any sched- 
ule. The method in use in some sections 
not a great while ago of having the 
rates made by a committee of special 
agents, was crude and arbitrary, but it 
had the one merit that it permitted the 
measurement of the man as well as of 
his property. 

Although not a part of schedule rat- 
ing, as the term is ordinarily known, this 
personal or human equasion has received 
some recognition in recent years. The 
casualty underwriters by their method oi 
applying credits and debits to the indi 
vidual risk, based upon the experienc: 
of that risk, effectively recognize this 
element in the pricing of insurance. I: 
like manner, fire underwriters are giving 
recognition to experience in computin; 
the rates for automobile fleets. 

Some genius may arise who will de 
vise a method of measuring this huma: 
element, so important to underwriter 
and as yet unknown to schedules. Unti 
then, the best we can hope for is 


greater recognition of experience wher: 
the insurance coverage includes enoug! 
units to justify such treatment, or, sha! 
we say, permit such treatment. 














December 16, 1932 
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Ewing Galloway 


contact... 


with profit for you 


To the aviator “contact!” means “ready to go!’’ Action follows instantly. 
The motive power is given its first turnover .. . the aviator takes off . . . alone. 
To the L. & L. & G., however, “contact” means more than mere provision of 
facilities ... more than the mere turning over of “‘motive power” to you. The 
L. & L. & G. takes off with you on your exploration of new premium fields. _ 
In your own territory are lines that are often overlooked or undervalued... 
Use and Occupancy, Rental Value, Explosion . . . lines that demand a slightly 
different approach. L. & L. & G. specialists render cooperative assistance 
in the development of those lines . . . help you to analyze your market... 
assist you with your first “contacts” so that they will mean profit for you. 





150 WILLIAM STREET . . ... . . . NEW YORK, N. Y. 
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How Auto Finance Companies Can 


Aid In Lowering Insurance Losses 


National Ass’n of Finance Companies Gets Results of Ques- 
tionnaire to Members; Causes of Losses Listed and 


Also Remedial Measures Proposed 


Solon R. Featherstone, vice-president 
of the R-F Finance Corporation of 
Wichita Falls, Texas, submitted to the 
annual meeting of the National Associa- 
tion of Finance Companies held last week 
in New Orleans a summary of the re- 
sults of a questionnaire sent to finance 
companies throughout the country on the 
subject of automobile insurance losses. 
The finance association is seeking means 
to achieve closer co-operation between 
the finance and insurance companies in 
the reduction of fire, theft and collision 
claims. From the answers received from 
company members of the finance asso- 
ciation Mr. Featherstone and his com- 
mittee prepared a list of apparently the 
main causes for excessive insurance loss- 
es and likewise a list of recommendations 
to finance companies to prevent high 
insurance losses on financed cars. Mr. 
Featherstone’s report is given herewith 
practically in full: 

The question of a good insurance risk 
is, has always been and always will be 
so closely allied to a good credit risk 
that we have felt that there is no dis- 
tinction between the two. With a large 
number of finance companies doing a 
satisfactory and profitable credit business 
and, at the same time, having an exces- 
sive insurance .oss ratio, we are led to 
believe that we must go deeper into 
this subject which, to most of us, is a 
vital and pressing question at this time. 

In gathering material for this discus- 
sion, we addressed a questionnaire to over 
one hundred finance companies and their 
insurance carriers in practically every 
state in the Union and the Dominion of 
Canada. Their replies gave numerous 
and varied experiences. We believe the 
finance companies should have more than 
an altruistic motive in curtailing insur- 
ance losses. It was the opinion of a num- 
ber of finance companies replying to our 
questionnaire that if their losses did not 
diminish at an early date, they were 
afraid they would have to begin writing 
“single interest” insurance on all, or 
practically all of their policjes. 

This tendency might spread until a 
large percent of their customers would 
ask for and demand the privilege of 
placing their own insurance. 

Types of Losses Vary in Different Parts 
of Country 

It was interesting to note the different 
kinds of losses that predominated in the 
different territories. Of course, the com- 
panies in Chicago thought that theft 
losses were the only losses that insurance 
companies or finance companies were 
worrying about. One of the Chicago com- 
panies thinks that an effective lock 
should be devised to prevent or reduce 
thefts and that finance companies should 


refuse to finance or insure a car unless 
it was equipped with suth a lock. You 
will recall that more cars were stolen 
in Chicago in one month this summer 
than new cars were sold. 

In other sections, particularly in one 
of the largest cities in Florida the great 
trouble seems to be collision losses. An- 
other company states that 85% of its 
losses are in theft of equipment. How- 
ever, generally the big problem is the 
fire losses. In Texas and Oklahoma 
where we do business, fire first and col- 
lision second are our worries. Bank rob- 
bing is too profitable an industry there 
for one to hazard automobile stealing. 

In our questionnaire we asked these 
companies first what were the deter- 
mined causes of their excessive losses. 
Second, what they had done and what 
more could be done to curtail these ex- 
cessive losses. 

Most of the companies admitted that 
that they were experiencing excessive 
losses but one company that covers all 
of the northwestern states and part of 
another has the most unique experiences. 
It seems that they do not write an in- 
surance policy but carry the risk them- 
selves. They evidently do not emphasize 
the insurance protection to the customer 
as they have not had over ten losses 
since 1928, nor a single loss in the last 
six months. This experience convinces 
us that too often the salesman, the deal- 
er and the finance company—one or all 
—over-emphasize to the assured the in- 
surance protection. This is sometimes 
done to apologize for the carrying charge. 
We know of another company doing a 
strictly refinance business that runs in 
its daily ad—“no insurance required.” 
They charge as much or more than the 
rest of us do that give insurance pro- 
tection. They have failed in only a few 
instances to collect on account of an in- 
surance loss. 

For several years we have not required 
insurance on deals under one hundred 
dollars. Not yet have we had an insur- 
ance loss on one of these accounts. 
Therefore, it seems conclusive that a 
very large percent of our insurance loss- 
es, especially fires, originate in the minds 
of the assured. If we can handle the 
mechanics of our insurance business so 
as to make an everlasting impression on 
the minds of our insurance customer and 
convince him that an insurance loss will 
bring him a loss, we shall be proud of 
our loss ratio. 


Over-Selling Cars an Insurance Hazard 
Later 


It was generally agreed that over-sell- 
ing resulting in over-insurance is one 
the chief causes of excessive losses. Dur- 
ing the last three years when the market 
value of the motor vehicles insured was 
so rapidly reducing, over-insurance as a 
consequence became one of our greatest 
contributing factors in unusual losses. 

Financing and insuring vehicles: with 








F. D. Layton, President 
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National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1932 
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NET SURPLUS (Based on December 31, 1931, Market Prices).. 10,354,303.40* 


*Surplus Available for Protection of Policyholders.............. $17,054,303.40 
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only seasonal usefulness, has proved very 
costly to some finance companies and 
their insurance carriers. We know of 
one company that financed sixty trucks 
last year to be used in hauling cotton 
long distances to port. Thirty of these 
burned, twenty-six were repossessed and 
four payed out promptly. 

Negligence on the part of the collec- 
tion department was given as being re- 
sponsible for excessive fire losses. We 
all can recall cases where a long delin- 
quent customer was urged one day to 
pay up “or else” and his car burned that 
night; about all we could do was admit 
that the collector made it hot for him. 

A number of companies, both finance 
and insurance, gave us concrete, con- 
structive and specific things that they 
were doing, and believe should be done 
to get the customer in such a frame of 
mind that he would have a positive desire. 
not to have an insurance loss. 


We find that a number of companies, 
some of which have a very low loss ratio, 
do not send the customer his copy of 
the certificate, evidently on the theory 
that it might fan the flames. However, 
we find one company with an enviable 
record for a few losses, not only mails 
this certificate, but does so by registered 
mail with the return receipt requested. 
With the certificate goes a letter explain- 
ing just how much and what kind of 
insurance the customer has, This. com- 
pany’s loss ratio has been low ever since 
they began this practice. 


Watching Moral Hazard Risks 


We know of another finance company 
whose executives started their own in- 
surance company about the beginning of 
this depression. Their loss ratio for the 
entire period to date is only a fraction 
over 31%. Their explanation is that when 
they pass on the credit risk they do so 
with the thought in mind that they are 
putting their own money into the invest- 
ment and at the same time realize that 
if there is an insurance loss on that ac- 
count, that it will be paid out of their 
own money. Therefore they try to avoid 
insuring moral hazards so as to make 
a poor credit risk a safe investment. 


In attacking any problem one needs to 
be well armed with all the evidence pos- 
sible. We believe that insurance compan- 
ies and finance companies should co-op- 
erate by symbolizing every certificate so 
that an accurate record of losses as to 
character, location, dealer and possibly 
occupation of the insured can be kept. 
For some unknown reason it certainly 
looks like cars get “hotter” in some sec- 
tions than they do in others. With an 
accurate record we can soon determine 
whether too many losses are originating 
with one dealer or a certain community. 
If so, secure the dealer’s co-operation in 
reducing such losses or discontinue pur- 
chasing his paper. Then if there are too 
many losses in one territory, we can 
withdraw from it. 

One of our finance company friends 
believes that one of the best ways to 
keep down losses is to require of the 
dealer that he collect at least some cash 
in addition to a trade-in for down pay- 
ment, 

We were interested in how another 
company handled the settling of their 
smaller claims. Someone in the office 
fills out the proof of loss for the assured, 
gets all the information, then turns the 
papers over to him and tells him to go 









Franklin W. Fort 





Fire Reinsurance ‘Treaties 


Baltic Insurance Co., Ltd. 
Eagle Fire Insurance Company (New Jersey) 


18 Washington Place, Newark, N. J. 


out and get them notarized. They say 
often he never comes back. : 

“Single Interest” Bad Losing Risks 

I take it that it is a common practice 
of all of us to “single interest” a per- 
cent of the questionable risks. I do not 
believe that we should advise such cus- 
tomers that only the interest of the fin- 
ance company is protected. Tell him hi 
has no insurance; that the company 
would not carry him. If he protests 
much, request him to bring you a policy 
in a reputable company and you will pay 
the premium. By that time he will con- 
clude that everyone is suspecting and 
watching him and the probability of an 
insurance loss will be materially lessened 
If it does occur, do your best to collect 
your note anyway, but if you fail, have 
an understanding with your insurance 
company that they will pay the balance. 
This is what we call “real single interest.” 

One of our replies states “we are led 
to believe that the financial condition of 
the dealer, as well as his location, affects 
the desirability of his time purchases as 
insurance risks. A sound financial selling 
institution with a high moral type of 
salesman secures, as a rule, desirable in- 
surance risks as well as good credit 
risks. Therefore, we owe it to ourselves, 
as well as the insurance carrier, to en- 
deavor to weed out these less reputable 
loss creating agencies and individuals 
from such a worthy though abused in- 
dustry, automobile distribution, with its 
financing and underwriting needs.” 

The dealer himself should be educated 
to “understand that insurance is a pro- 
tection only against loss and does not 
constitute a guarantee of profit whether 
in the initial stages or that which may 
be made as the result of repairing and 
reselling the automobile after the loss.” 
The dealer should not only co-operate 
with us and the insurance carriers in 
reducing “loss frequency, but “also cost 
per loss.” 

Our investigation reveals that gener- 
ally finance companies having a flexible 
contract with their insurance carriers 
concerning commissions, dependent upon 
their loss ratio, are more profitable in- 
surance customers. 

Often certificates issued against a mas- 
ter policy are not sufficiently explicit 
for the average assured to understand 
clearly just what is meant. It is also 
too often that the certificates sent the 
assured do not carry enough of the con- 
ditions of the contract expressed in the 
master policy. 

Main Cause of Losses 

Recapitulating, we have shown that 
the finance companies have found the 
following chief determined causes for 
their unusually excessive and abnormal 
losses: 

(1) Over emphasis of insurance by the 
finance company and/or the dealer or- 
ganization. 

(2) Insuring moral hazards. 

(3 Over selling. 

(4) Over insurance. 

(5) Financing and insuring vehicles 
with only seasonal usefulness. 

(6) Negligence on the part of the col- 
lection department. 

(7) Laxness in prosecuting known ar- 
son and theft cases. 

Suggestions of Improvements 

We have also given the following con- 
crete and specific steps taken or recom- 
mended to be taken to curtail losses: 

(1) Send customer insurance certificate 


(Continued on Page 24) 
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WALTER J. SCHMIDT, 2d V.-Pres. EE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 

FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 
CAPITAL 
$ 9,397,690.00 Organized 1855 
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THE GIRARD FIRE AND MARINE INSURANCE COMPANY 
$ 1,000,000.00 Organized 1853 
NEAL BASSETT, President 
JOHN R. COONEY, Vice Pres, ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice Pres. -,* R. M. SMITH, Vice Pres. 
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NEAL BASSETT, President 
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W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, bag Pres. E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres, LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
NATIONAL-BEN FRANKLIN F IRE INSURANCE CO. OF PITTSBURGH, PA. 
$ 1,000,000.00 , Organized 1866 
NEAL BASSETT, President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres,. H. R. M. SMITH, Vice-Pres, 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice-Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
SUPERIOR FIRE INSURANCE COMPANY 
$ 1,000,000.00 Organized 1871 
NEAL BASSETT, Chairman of Board 
W.E. WOLLAEGER, Petts JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice Pres. HERBERT A. CLARK, Vice Pres. 
H. R. M. SMITH, Vice P: HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J . SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 
$ 1,000,000.00 Organized 1870 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice Pres. HERBERT A. CLARK, Vice Pres. m R. M. SMITH, Vice Pres. 
W. E..WOLLAEGER, Vice-Pres, HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.-Pres, W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres. 
THE CAPITAL FIRE INSURANCE COMPANY 
$ 300,000.00 Organized 1886 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 
$ 100,000.00 Organized 1905 
NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres:. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice Pres, H. R. M. SMITH, Vice Pres. 
W.E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, May Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
ALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres. 
MILWAUKEE MECHANICS’ INSURANCE COMPANY 
$ 2,000,000.00 Organized 1852 





NEAL BASSETT, Chairman of Board 


J. SCOFIELD ROWE, Vice Chairman 
S. LANDERS, President J. C. HEYER, Vice President WINANT VAN WINKLE, Vice President JOHN R. COONEY, Vice President 
E. G. POTTER, 2d Vice Pres. E. R. HUNT, 3rd Vice Pres’t S. K. McCLURE, 3d Vice Pres, T. A. SMITH, Jr., 3rd Vice Pres, F. J. ROAN, 3rd Vice Pres, 


THE METROPOLITAN CASUALTY INSURANCE COMPANY 





$ 1,000,000.00 OF NEW YORK Organized 1874 
NEAL — Chairman of Board 
H. S. LANDERS, President WINANT VAN WINKLE, Vice Presiden J. C. HEYER, Vice President JOHN R. COONEY, Vice-President 


E. G. POTTER, 2d Vice Pres. T.A.SMITH, 3rd Vice Pres. FRANK J. "ROAN, 3rd Vice Pres. £.R. HUNT, 3rd VicePres. S.K. McCLURE, 3rd Vice Pres. 


COMMERCIAL CASUALTY INSURANCE COMPANY 











$ 1,000,000.00 Organized 1909 
WESTERN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, Chicago, Illinois a tet (~ 
ee EASTERN DEPARTMENT W. W. & E. G. POTTER, 2nd Vice Presidents 
° . \e . jen: 
” pat SMITH, aadlane 10 Park Place FRED W. SULLIVAN, Secretary 
— EY SOUTH-WESTERN DEPARTMENT 
CANADIAN DEPARTMENT a a oe 912 Commerce St., Dallas, Texas 
OLIN BROOKS, 2d Vice President 
461-467 Bay St., Toronto, Canada — BEN LEE BOYNTON, Res. Vice President 
MASSIE & RENWICK, Ltd., Managers ‘A. C. MEEKER, Secretary 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








In the “Reader’s Digest” of December 
I notice under the heading, “The Dollars 
& Cents of Smell” by Donald A. Laird of 
Colgate University, wherein he describes 
the lure of “scents” in selling merchan- 
dise, the following: 

“There is much subtle psychology in 
the practice of a Connecticut fire insur- 
ance company, which solicits business by 
sending through the mails a folder car- 
rying with it the wet-burnt wood od r 
that a house would have after it has 
been ravaged by flames.” 

The article also speaks of “sex-appeal 
given to interior of automobiles by add- 
ing perfume.” 

This reminds me of the champagne- 
soaked survey reports and letters I sent 
into the Germania and Mr. Edwards, 
then vice-president, said they must be 
good reports and good risks because 
“they smelt good.” A champagne bottle 
surreptitiously placed by an agent at 
Hammondsport in my bag had burst and 
flooded my clothing and paraphernalia 
and stationery during a railroad trip 
from Hammondsport to Rochester. 

Recently I wrote about a certain as- 
sured’s preferring one of our group poli- 
cies because it was pink colored, and 
about a clash in an agent’s office that 
didn’t like the odor of the mucilage in 
our envelopes. It may be that if com- 
panies perfumed their policies that 
might attract customers. I leave the idea 
with production managers to work out. 
Perhaps the Connecticut fire insurance 
company’s idea of perfuming their ad- 
vertising material might be applicable to 
policies themselves or, to further elab- 
orate, they might immerse some policy 
offers to unknown assureds in gasolene, 
which smell might induce undesirable as- 
sureds to refuse them, as they would of- 
fensively remind them of possible con- 
templated “lucky” fires—a kind of “re- 
verse-selling” method, saving a loss, or 
agents might use a rubber scented policy 
in a risk they knew would not be ac- 
cepted by the company and _ would 
“bounce back” as soon as the company 
got wise. 





* * * 


How I Find Time to Write These Stories 

I am often asked how I find the time 
to write these tales, especially in these 
days when so much time is consumed in 
collecting balances. I use the time oth- 
ers use in playing golf, playing bridge or 
indulging in their hobbies in their spare 
time whatever they are, because writing 
is a hobby of mine, and has always been. 
| often turn to it for solace and self- 
entertainment. When I was at college I 
took an interest in our college publica- 
tion and also wrote up the bicycle tours 
my brother and I and some friends took 
on the high wheel machines. I wrote 
those experiences in a diary, still extant, 
and now reposing in a library in Pitts- 
burgh, where it was placed by my brother 
(containing illustrations by him) and in 
a weekly bicycle publication, called “The 
Wheel”; run by a fine man whom I have 
not seen in years, by name of Frank P. 
Prial. 

In 1887 a party composed of members 
of the Ilderan Bicycle Club of Brooklyn, 
of which I was a member, organized a 
three weeks’ trip, starting at Niagara 
Falls, N. Y., and ending at Plattsburg, 
N. Y., by way of Toronto to Kingston, 
Ontario, and thence by way of the Thou- 
sand Islands, down the St. Lawrence 
River to Montreal, and from there to 
Plattsburg, N. Y. From there various 
members extended their trip through 


Lake Champlain and Lake George to 
Saratoga Springs and to Albany, thence 
to New York City. It is a strange co- 
incidence that only seven years later, in 
1894, I was to travel as an insurance 
fieldman for the Germania practically 
the same territory we covered. 

I wrote a complete “history” of this 
trip as we went along and paid about 
half of my expenses from what I got 
from Editor Prial. I shall never forget 
that trip, when I was seventeen, with 
a long vacation ahead of me (I was a 
sophomore at Columbia). No worries or 
responsibilities, and with a rich father 
to fall back on for cash, whenever I 
needed it, as I thought at the time. But 
when I returned home I learned that he 
had lost the major part of his fortune. 
But I did not know that when I was on 
the trip, and I don’t think I ever spent 
a more carefree, happy time. 

To come back to what I started to say, 
as to finding time to write, I happen to 
be writing this in my room at the Ten 
Eyck Hotel in Albany while waiting to 
have “the” suit (the only one I have 
with me) pressed and cleaned, which it 
needs very badly. Besires, I am taking 
care of an incipient cold, and getting in 
touch by phone with several agents, so I 
am not wasting any time of the company. 
Anyway, I left home Sunday afternoon 
to get an early start, so I have a little 
of the company’s time to my credit. I 
have also written a lot of my stuff wait- 
ing for agents to show up or at railroad 
stations, waiting for delayed trains, or 
on Sundays or holidays on the road, or 
even on trains. The use of spare mo- 
ments, whether in business or in pursu- 
ing our hobbies, is an art not acquired 
in a day, and the wise use of spare time 
adds considerably to our efficiency. 





AUTO ASS’N MEETS HERE 





President Beardsley Re-elected; F. P. 
Hamilton Vice-President; Finance 
Forms Approved 

The National Automobile Underwriters 
Association held its annual meeting last 
Thursday at the Hotel Pennsylvania. 
Guy E. Beardsley, vice-president of the 
Aetna (Fire), was re-elected president. 
F. P. Hamilton, president of the Queen, 
was elected vice-president to succeed 
Robert P. Barbour, United States man- 
ager of the Northern Assurance. Charles 
E. Case, assistant United States manager 
of the North British & Mercantile, was 
re-elected treasurer and J. Ross Moore 
was retained as manager. 

The board of directors for the coming 
year will be composed of the three of- 
ficers, who are members ex-officio, and 
the following: F. C. White, vice-presi- 
dent of the Hartford Fire; C. C. Han- 
nah, Eastern manager of the Fireman’s 
Fund; Ernest A. Henne, Western man- 
ager of the America Fore group, and 
H. A. Miller of the Insurance Co. of 
North America, representing the West. 
A. T. Bailey of the North British & Mer- 
cantile, and William Dean of the Han- 
over representing the Pacific Coast; C. 
A. Bickerstaff of the Fireman’s Fund, 
and Eugene Ransom of the Commercial 
Union, representing the South; C. M. 
Campbell, Insurance Co. of North Amer- 
ica; B. M. Culver, America Fore com- 
nanies; Wilfred Kurth, Home of New 
York; R. I. Catlin, Automobile of Hart- 
ford, and John Thomas, National Union 
Fire. 

Reports Mr. 


were presented by 


Oo. J. PRIOR. PRESIDENT 





INCORPORATED 1868 


The Standard Fire Insurance Co. 
oF NEW JERSEY 


TRENTON, N. J. 


R. J. CAREY, SECRETARY 








ROYAL EXCHANGE ASSURANCE (1720) 
FIRE and MARINE LINES 


THE STATE ASSURANCE CO., LTD. 


PROVIDENT FIRE INSURANCE CO. 
FIRE LINES 


CAR & GENERAL INS. CORP., LTD. 
CASUALTY LINES 
95 Maiden Lane, New York 





Beardsley and Mr. Case showing that 
while the marked reduction in sales of 
new motor cars this year had had an 
affect on insurance premiums, neverthe- 
less the automobile business itself was 
in better condition than a year ago. The 
new finance forms were finally approved 
and will be sent to member companies 
scon. Consideration was given to con- 
ditions in Chicago and Cook County but 
no definite action was announced. 

The staff committee held meetings be- 
ginning Friday and lasting until late 
Tuesday of this week. 





C. T. HAMILTON IS DEAD 





Partner of Well Known Firm of Bene- 
dict & Benedict in New York Active 
in Long Island Affairs 


Campbell Thorpe Hamilton, partner of 
the well known insurance firm of Bene- 
dict & Benedict, of New York and 
Brooklyn, died suddenly in his sleep on 
the morning of December 9, at his home 
in Garden City, Long Island. Mr. Ham- 
ilton was a graduate of West Point and 
a son of Colonel Hamilton, for many 
years commander of Fort Hamilton, 
Brooklyn. He held the rank of major in 
the National Guard in the state of New 
York, being on the staff of Brigadier 
General George M. Eddy. He had been 
actively interested in the civic affairs of 
Garden City, having served as trustee 
of the village, and mayor for two terms. 
He was highly thought of in the com- 
munity. 

Mr. Hamilton was for many years 
managing partner of the Brooklyn office 
of Benedict & Benedict, taking an active 
part in the insurance affairs of Brook- 
lyn, and being a large producer of in- 
surance for his firm. He is survived by 
his widow, two married daughters and 
several grandchildren. 





MONTGOMERY AGENCY OFFICERS 

As a result of the recent death of J. 
A. Montgomery, Jr., of Baltimore, the 
directors of J. A. Montgomery, Inc., and 
of Gilpin, Van Trump & Montgomery, 
Inc., have elected new officers. They are 
as follows: President, Robert H. Rich- 
ards; executive vice-president, William 
T. White; vice-president and treasurer, 
Robert G. Hackett; assistant secretary, 
John E. Sprague. Vice-Presidents J. 
Harry Gill and Francis du Pont Balch 
continue in their former posts. Gover- 
nor C. Douglas Buck of Maryland is a 
newly elected member of the board of 
directors. 





HARTFORD FIRE DIVIDEND 

Directors of the Hartford Fire have 
declared the regular quarterly dividend 
of 50 cents a share, payable January 3, 
1933, to stockholders of record Decem- 
ber 15. 











222ND YEAR 


SUN 
INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 
55 Fifth Ave. New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
Pacific Department 


N. W. Cor. an 
San Francisco, Cal. 














ADD INLAND MARINE DEP’T 

H. R. Mann & Co., Ltd., a San Fran- 
cisco general agency which has been op- 
erating since 1872, will add an inland 
marine department to its present facili- 
ties on December 1. Inland marine lines 
will be written in the Guaranty Under- 
writers of the Merchants of Providence. 





SCHOOLS USE BLANKET FORM 

A majority of the city and county 
school boards of Virginia as well as near- 
ly all the colleges have adopted the blan- 
ket form af coverage since Bernard P. 
Carter initiated the movement for this 
form of protection eighteen months ago. 





Auto Finance 


(Continued from Page 22) 
with letter explaining his policy by reg- 
istered mail. 

(2) Underwrite your insurance risks as 
you do your credit risks. That is, as if 
the loss would be paid out of your own 
pocket. 

(3) Keep an accurate record of losses 
as to dealers and territory so as to elim- 
inate the unprofitable of either. 

(4) Require the dealer to collect some 
eash at time of sale in addition to trade- 
in. 

(5) Send customer out of office, on 
svrall claims, to get proof of loss notar- 
ized. 

(6) Obtain collision in some form as a 
guard against fire losses. 

(7) “Single interest” questionable risk 
so as to protect finance company’s in- 
terest if unable to collect from customer 

(8) Do not deal with insolvent or dis- 
honest dealers. ; 

(9) Enlist the dealer’s co-operation in 
holding down the “cost per loss” as wel! 
as the “lost frequency.” 

(10) Have flexible commission agree- 
ment with insurance company contingen! 
upon satisfactory loss ratio. 

(11) Demand that cars be equipped 
with effective lock. 

(12) See that certificate contains 
enough of the principal conditions of th: 
master policy to be easily interpreted. 
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Simplified Mercantile 
Rating Plan Adopted 

FOR USE IN NEW YORK STATE 

Affects All Territory Other Than New 


York City; Minor Rate Changes 
Will Be Eliminated 








The simplified schedule for rating mer- 
cantile buildings and contents outside the 
territory of the New York Fire Insur- 
ance Exchange has been apptoved by 
the governing committee of the New 
York Fire Insurance Rating Organiza- 
tion and filed with New York Insur- 
ance Department. The new schedule be- 
came effective December 1. Reports of 
this impending change were published in 
these columns in May when Manager 
Lawrence Daw of the Syracuse Division 
of the Rating Organization told the New 
York State Association of Local Agents, 
Inc., of the progress being made to se- 
cure simplification of rating methods in 
this state. 

The present plan has been tested on 
thousands of locations and the tests 
failed to produce any real differences in 
rate levels. Under the new system only 
major changes in hazards will be recog- 
nized as reasons for altering rates so 
that much of the work associated with 
rerating because of minor refinements 
will be eliminated. Whereas the old 
schedule had about eighty items of cred- 
its and changes, the new one has ap- 
proximately one-fourth as many. 

William J. Ward, secretary of the Rat- 
ing Organization, is of the opinion that 
the new mercantile schedule will be of 
decided advantage to agents and the in- 
suring public as risks will not now be 
rerated so frequently unless major 
changes in the conditions of risks are 
noted. The schedule will also do away 
with a lot of competitive disturbing of 
risks because producers seeking to take 
lines away from other agencies will not 
have the same promises of rate reduc- 
tions on minor points to offer prospects 
as inducements to have the risks in- 
spected by company engineers and others. 

The new rating plan is said to include 
only such features as are either the 
origin of fire, favor its spread or assist 
in its control. The rating managers have 
worked for two years on such a sched- 
ule and have tested it on 30,000 mer- 
cantile risks of ordinary construction in 
all parts of the state outside of New 
York City. 

Covers Vital Points Only 

At Syracuse this year Mr. Daw had 
this to say about the new schedule as 
it had been completed up to that time. 

“This schedule covers the vital points 
only, brick or frame, shingle roof or 
otherwise, area, height, unprotected 
floor openings if any, number of occu- 
pants and of what class (three broad 
classes only) with credits for first aid 
fire appliances, sprinklers in basement, 
fire resistive construction and dwelling 
or office occupancy above grade. Faults 
of management are limited to those of 
real hazard and properly penalized. 

“The mercantile risk of ordinary brick 
or frame construction constitutes 80% of 
all our published schedule rates and it is 
our hope in due course to extend the 
principle of simplification to the special 
hazard class, doing away with the mul- 
titudinous details of process and hazard 
and providing an occupancy charge that 
will cover the hazard of all the normal 
operations of any class of manufacturing 
risk. 

“Rates made under such a schedule 
will stay put as well as they did in the 
old days of judgment rating, except for 
changes of real underwriting value. We 
have the old Syracuse city tariffs of 1866 
to 1872 without a change in rate in that 
interval unless the building had burned 
down or the occupancy had changed en- 
tirely. The ancient Local Board rule 
of that era, reading: 

“No member of this Board shall 
in any way intimate to a customer 
that he as an agent may succeed in 
getting a lower rate fixed upon his 
(the customer’s) property. 

“Penalty for each proven violation 
of this Article—$100.” 


was to a great degree responsible for 
this condition. 


Tested in Two Counties 


“I have been duly authorized to state 
to your association that the companies’ 
committee has ordered a test application 
of this schedule in Erie County (except 


Buffalo) and in Westchester County, as. 


these tariffs must be republished imme- 
diately, and that prior to the publication 
of the new rates, the committee and the 
managers are desirous of meeting repre- 
sentatives of your organization for the 
purpose of explaining to you more fully 
the purposes and results of this sched- 
ule, and receiving any suggestions your 
association may have to make, after such 
a conference. 

“The high cost of rating in the present 
era is primarily due to the complexity 
of schedules resulting in a large number 
of subjects to rate notices for minor 
changes in occupancy of no underwrit- 
ing moment, as well as a flood of appli- 
cations for trivial hazard or construction 
changes, or for alleged errors in the ap- 
plication of the schedule, all for the pur- 
pose of endeavoring to procure a lower 
rate. 

“The actual expense of such practices 
is heavy and can be closely approximat- 
ed, as far as the rating organization is 


concerned. The consequential expense 
to the agent and the company cannot 
be estimated, but in my opinion, if you 
include the actual cost to the companies 
of return premiums, and to agents of re- 
turn commission, it must far exceed the 
inspection and rate promulgation ex- 
pense.” 


STULZ SUCCEEDS MOWRY 


Made Manager of the Central Bureau; 
Has Been First Assistant for the 
Last Five Years 

Charles Stulz has been appointed man- 
ager of the Central Bureau to succeed 
Benjamin R. Mowry who is leaving in- 
surance at the end of the year after 
more than forty years in the business 
and after acting as head of ~ hg 
Bureau since its formation. Stulz 
has been first assistant to gS 
Mowry for the last five years and is 
thoroughly equipped to take over the im- 
portant duties falling upon the manager 
of the Bureau. 

Although only 36 years of age Mr. 
Stulz has been in insurance for nineteen 
years. He entered the business with 
Pendleton & Pendleton of Brooklyn and 
later joined the Atlas Assurance in the 
underwriting department. His next 
connection was with Davis, Dorland & 








Co., brokers. He thus has had experi- 
ence in the agency, brokerage and com- 
pany fields which furnishes a valuable 
background for the task of seeking to 
keep “down the volume of “free” insur- 
ance in New York City. 


OHIO FIELD CHANGES 

State Agent Edward A. Winter and 
Special Agent Otto F. Reig of the Na- 
tional Liberty of the Home of New York 
fleet have taken over the territory form- 
erly supervised by Kenneth J. Hoag who 
has resigned. Mr. Hoag was state agent 
for most of Ohio for the Baltimore 
American, Peoples National Underwrit- 
ers Department of the Baltimore Amer- 
ican and the Georgia Home. Mr. Winter 
has his headquarters in Cincinnati and 
Mr. Reig’s are in Columbus. 


P. F. U. A. COMMITTEE CHAIRMEN 

Subcommittees of the executive com- 
mittee of the Philadelphia Fire Under- 
writers Association have been appointed 
with the chairmen as follows: finance, 
John K. Payne; rates and_ schedules, 
Walter J. Chase; rules, T. Magill Pat- 
terson; efficiency and investigation, Silas 
H. Schoch; violations, Eugene C. Mc- 
Colley; brokers, Tames A. McGann, Jr, 
and agency qualifications, Alfred  T. 
Herkness. 
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ay Demixstration: 
r How to Sell 


SPRINKLER LEAKAGE INSURANCE 








































accidentally opened .. . 


MODEL, according to our dictionaries, is a small imitation of 
the real thing. Thus the result of squeezing a soaked sponge 
is a very good model of a sprinkler system in action. Just a few 

‘ drops of water on your prospect’s desk will demonstrate effectively 
the damage sustained to merchandise when a sprinkler head is 

Of course it would be disastrous for you to 

follow this model sales demonstration to the letter, but now, 

during freezing weather, it should not be difficult for you to con- 
vince prospects that Sprinkler Leakage Insurance is necessary — 
and that in the “Springfield Group” it is the real thing! 


THE SPRINGFIELD GROUP OF FIRE INSURANCE COMPANIES 





SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 


Cash Capital, $5,000,000.00 


Chartered 1849 
SPRINGFIELD, MASSACHUSETTS 
GEORGE G. BULKLEY, President 


Harding & Lininger, Mgrs., Chicago. Jolin C. Dornin, Mgr, San Francisco. W. E. Findlay. Mér., Montreal 


CONSTITUTION DEPARTMENT, Springfield, Massachusetts 
SENTINEL FIRE INSURANCE COMPANY, Springfield, Massachusetts 
MICHIGAN FIRE & MARINE INSURANCE COMPANY, Detroit, Michigan 
NEW ENGLAND FIRE INSURANCE COMPANY, Pittsfield, Massachusetts 
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Editor Sees No Set Rule 


To Become Ins. Man 


WM. S. CRAWFORD WRITES BOOK 





Discusses Agency Qualification, Fleets 
and Other Subjects in Volume 
Just Off Press 





William §S. Crawford, who for more 
than thirty years has been an insurance 
man, and is now editor of the Journal 
. Commerce, has written a book, bear- 

ng the caption, “The Background of In- 
S cured ’ which covers a wide variety of 
topics. It is published by The National 
Underwriter. In a chapter on the edu- 
cation of an insurance man Mr. Craw- 
ford says that the only way to become 
one “is to become one, even by sweep- 
ing out a local agency office or filing 
daily reports. Reading a book will no 
more make one an insurance man than 
studying music will make one a pianist. 
It is not done that way. A very few men 
start at the top in insurance companies 
as specialists in some line of work which 
they have mastered in another field, but 
about 99% start at the bottom.” 

In discussing fleets he said in part: 

“At the end of 1928, 250 direct writing 
stock fire insurance companies reported 
to the New York Insurance Department, 
and 198 of these were members of fifty- 
eight fleets which wrote 93% of the net 
fire premiums reported by all agency 
companies.” He believes that many of 
the larger fleets will be reduced in size 
and some of the smaller ones will cease 
to be fleets, as the parent company will 
absorb its running mate. 

Sound Principles 

In the concluding chapter of the book 
which bears the title, “Sound Principles,” 
Mr. Crawford says: 

“The fire insurance business reaches 
its finest development when the compa- 
nies, whether small, medium-sized or 
large, old or young, are managed by men 
with a clear conception of their duty to 
hold even the balancing among the rights 
of stockholders, employes, agents and 
policyholders. This implies that they will 
not tolerate endangering the protection 
of policyholders in the hope of making 
inordinate profits for stockholders or risk 
the money of stockholders by lax under- 
writing or excessive expense; that they 
will not be carried away with hallucina- 
tions of gains from vast premium income 
at a sacrifice of quality and will not start 
on ill-considered courses and then re- 
treat, to the confusion of everybody, and 
yet will not be so conservative as to per- 
sist in a course after changed conditions 
have proved it wrong. 

“In association with such companies 
and in cheerful conformity to their poli- 
cies agents in the long run will get the 
greatest degree of satisfaction and build 
agencies of the greatest value. From 
such companies and the agents who con- 
sistently serve them the insuring public 
will get the best in indemnity, in. service 
and in fair treatment.” 


DEATH OF W. R. ROBINS 

William R. (Billy) Robins, who died 
at his home in Warrenton, Va., recently, 
was for some years state agent for Vir- 
ginia for the old Virginia State (Fire) 
and was widely known among members 
of the fire insurance fraternity. He re- 
mained with the Virginia State until it 
was reinsured by the Great American. 
Previously he had been associated with 
the J. B. Moore & Co. local agency in 
Richmond as a member of the firm. After 
the reinsurance of the Virginia State, he 

1oved to Baltimore, engaging in adjust- 
ment work there. A few years ago he 
retired from active work, settling at 
Warrenton. He is survived by his widow, 
a son and daughter. He was a native 

f Richmond, having been born in that 
city October 15, 1866. 


I.M.U.A. FUR RISK CHANGES 
A special committee of the Inland 
\'arine Underwriters Association is now 
i ae consideration to possible changes 
1 the rating plan used for furriers’ cus- 
tomers risks because under the existing 
rules non-member companies have been 








given certain competitive advantages. 
The present rates and rules are a com- 
promise between the demands of local 
agents and furriers, the local agents hav- 
ing contended that rates must not be 
so low that it would be cheaper for fur 
owners to buy insurance from furriers 
than regularly appointed local agents. 
The special committee of the I.M.U.A. 
has been given latitude, it is reported, 
in meeting the present strong competi- 
tion for furriers’ customers risks from 
outside the organization. The commit- 
tee will not have to present its proposals 
for deviations from the set rates to the 
executive committee, a procedure which 
has caused considerable delay in speedy 
action during the last year. 


DEATH OF G. H. WEADEMAN 

George H. Weademan, secretary of the 
well-known Newark agency of Lippman 
& Lowy, Inc., was found dead last 
Thursday afternoon in the bedroom of 
his home in Maplewood, N. J., apparently 
strangled to death by a necktie. One end 
was fastened to the knob of the door and 
the other end around his neck. Mr. 
Weademan was one of those associated 
with the organization of the Sussex Fire 
several years ago. He was 46 years of 
age and entered insurance with the Am- 
erican of Newark. He had been with 
Lippman & Lowy for twenty years. He 
is survived by his widow, a son, three 
sisters and a brother. 


McFADDEN WAS WELL KNOWN 

James McFadden, late secretary of the 
Atlas Assurance and vice-president of 
the Albany, whose death last week was 
mentioned in The Eastern Underwriter 
of December 9, was well known to field- 
men, in the New Jersey and Pennsyl- 
vania territory. He was special agent 
for the Atlas in western Pennsylvania 
years ago and later was transferred to 
the eastern Pennsylvania and New Jer- 
sey field. In 1924 he returned to the 
home office of the Atlas as general agent 
in charge of the Middle States. He was 
appointed secretary of the Atlas and 
vice-president of the Albany in January, 
1931. 
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| MARINE & AUTOMOBILE 





Text Of Proposed Nationwide 
Interpretation Of Marine Powers 


Submitted to Commissioners’ Convention Last Week by 
Marine Underwriters; Agents Desire to Study Material 
Contained in Suggested Ruling 


When the special committee of promi- 
nent marine underwriters presented its 
memorandum to the fire insurance com- 
mittee of the National Convention of 
Insurance Commissioners last week in 
New York asking for a nation-wide in- 
terpretation of marine and transporta- 
tion insurance powers it also submitted 
a proposed ruling on marine definitions 
for the guidance of state insurance com- 
missioners. ‘This is patterned in large 
measure after the marine writing power 
ruling adopted for New York state by 
Superintendent George S. Van Schaick 
although there are some changes which 
the marine interests desire. 

The commissioners’ fire committee last 
week deferred taking any action on this 
proposal because of objections to a hasty 
vote by representatives of the fire com- 
panies’ and local agents’ organizations. 
The local agents desire time in which 
to study the proposed nation-wide inter- 
pretation and the fire companies would 
like to watch the operation of the New 
York state ruling for about a year to 
see how it works out in actual use. So 
the commissioners’ committee appointed 
a sub-committee to hold hearings on this 
whole question and to report its findings 
at the June, 1933, convention of the com- 
missioners in Chicago. 

Following herewith is in part the mem- 
orandum of the marine committee which 
includes the following men: Douglas F. 
Cox, Appleton & Cox, Inc., New York, 
chairman; Hendon Chubb, Chubb & Son, 
New York; Benjamin Rush, president, 
Insurance Co. of North America; Wil- 
liam H. McGee, Wm. H. McGee & Co, 
New York; E. J. Perrin, Jr., vice-presi- 
dent, Automobile of Hartford; Fred. B. 
McBride, Firemans Fund, and W. J. 
Roberts, United States manager of the 
Standard Marine and the Union of 
Canton. 

Why New Ruling Is Sought 

“Under date of September 30, 1932, the 
Superintendent of Insurance of the State 
of New York issued a ruling as to ma- 
rine underwriting powers in the state of 
New York. The ruling did not purport 
to be an all-inclusive definition of such 
powers. For example, the ruling makes 
no mention of the obvious and undis- 
puted right of marine underwriters to in- 
sure water-borne commerce, etc. 

“The special marine committee, believ- 
ing that a nation-wide ruling, accepted 
throughout the United States, would, es- 
pecially at this time, prove of inestimable 
value to the insuring public, to the cause 
of uniform state definition of interstate 
and foreign commercial insurance, to the 
achievement of friendly and scientific in- 
ter-company understanding, and to the 
best interests of foreign and domestic 
commerce of the United States, submits 
herewith a form of proposed nation-wide 
interpretation and ruling of a portion of 
the marine and transportation insurance 
powers granted under the laws of the 
various states to this class of under- 
writers. 

“The marine committee also desires 
to state that marine and transportation 
insurers do not assert the right of under- 
writing the so-called ‘householders’ com- 
prehensive’ (sometimes referred to as 
‘the personal property floater—St. Paul 
form’) in those states where, either by 
provision of law or construction of the 
law by state commissioners of insurance, 
it is not permitted. Outside of such 
states this form of coverage has only 
been written defensively by marine un- 


derwriters under the forced competition 
of insurers in those states expressly or 
tacitly recognizing this cover. Marine 
insurers will be quite content to accept 
whatever solution of this cover the Na- 
tional Convention may adopt. 


Marine Committee Appointed 


“Furthermore, the marine committee 
desires to advise the National Conven- 
tion that there has been established a 
‘committee of interpretation and com- 
plaint,’ composed of marine underwriters. 
If the National Convention accepts the 
Suggestions of the special marine com- 
mittee, it would be its plan to extend 
the functions of the ‘committee of in- 
terpretation and complaint’ so that it 
might function nation-wide. 

“The annexed form of nation-wide in- 
terpretation and proposed ruling, while 
closely following the recent ruling of 
Superintendent Van Schaick neverthe- 
less, in certain respects differs from it in 
order to meet the requirements of mod- 
ern merchandising methods and the de- 
mand of policyholders for particular 
forms of coverage which, if not obtain- 
able in the United States, will be freely 
granted in foreign insurance markets. 


_ “Sections A, B and C, dealing with 
imports, exports, and domestic shipments, 
remain unchanged and require no com- 
ment. 


“Section D, instrumentalities of com- 
merce, etc., although not appearing in 
the New York ruling is not a new sub- 
ject and, by common understanding, has 
been left for legislative consideration. 
The great increase in the number of 
bridges and tunnels has greatly enlarged 
the demand in the United States for such 
insurance, hitherto largely written in the 
foreign market. 


“In Section E, Floaters, certain slight 
changes have been made, notably in jew- 
elers’ block, paragraph (j); paragraphs 
(n) movable equipment floaters, (0) mis- 
cellaneous movable articles floaters and 
(r) street clocks and illuminated signs, 
in order to meet the demands of policy- 
holders. 


“If the insurance laws of particular 
states do not permit the writing of all 
coverages included in the annexed in- 
terpretation it is respectfully urged upon 
the Convention that the co-operation of 
individual Commissioners in those states 
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will be given in order to secure the pas- 
sage of enabling legislation. 


Full Text of Proposal 
Following is the complete text of the 
proposed form of nation-wide interpre- 
tation : 
I. Marine and/or transportation policies may 
cover under the following conditions: 
A. Imports 


1. Imports on consignment ap | be covered 
wherever the property may be and with- 
out restriction as to time, provided the 
coverage of the issuing companies includes 
hazards of transportation. 

A shipment “on consignment” shall mean 
property consigned and intrusted to a 
factor or agent to be held in his care, or 
under his control for sale for account of 
another or for exhibit or trial or approval 
or auction, and if not disposed of, to be 
returned. : oe 

2. Imports not on consignment in such places 
of storage as are usually employed by im- 
porters, provided the coverage of the issu- 
ing companies includes hazards of trans- 
portation. 7 

Such policies may also include the same 
coverage in respect to property purchased 
on C.LF, terms or a. purchases for 
inclusion with or in substitution for bona 
fide importations. : , 

An import, as a proper subject of marine 
or transportation insurance, shall be 
deemed to maintain its character as such 
so long as the property remains segre- 
gated in the original form or package in 
such a way that it can be identified and 
has not become incorporated and mixed 
with the general mass of property in the 
United States, and shall be deemed to have 
been completed when such property has 
been : x 
(a) Sold and delivered by the importer, 
+ factor or consignee; or 

(b) Removed from place of storage as de- 

scribed in paragraph “2” above and 

placed on sale as part of importer’s 
stock in trade at a point of sale-dis- 

tribution; or 4 

(c) Delivered for manufacture, processing 

or change in form to premises of the 
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importer or of another used for any 
such purposes, 
B. Exports 
1. Exports may be covered wherever the 
property, may be without restriction as to 
time, provided the coverage of the issuing 
companies includes hazards of transporta- 
tion. 

An export, as a proper subject of marine 
or transportation insurance, shall be deemed 
to acquire its character as such when des- 
ignated or while being prepared for export 
and retain that character unless diverted 
for domestic trade, and when so diverted, 
the provisions of this ruling respecting do- 
mestic shipments shall apply, provided, 
however, that this provision shall not apply 
to long established methods of insuring cer- 
tain commities, e.g., cotton. 

C. Domestic Shipments 
. Domestic shipments on consignment, pro- 
vided the coverage of the issuing compa- 
nies includes hazards of transportation. 
(a) Property shipped on consignment for 
sale or distribution, while in transit 
and not exceeding thirty (30) days 
after arrival at consignee’s premises or 
other place of storage or deposit; and 
(b) Property shipped on consignment for 
exhibit, or trial, or approval, or auc- 
tion, while in transit, while in the cus- 
tody of others and while being re- 
turned. . 
Domestic shipments not on consignment, 
provided the coverage of the issuing com- 
panies includes hazards of transportation, 
beginning and ending within the United 
States, provided that such shipments shall 
not be covered at points of sale-distribu- 
tion or manufacturing premises nor after 
arrival at such points or at premises owned, 
leased or controlled by assured or pur- 
chaser, nor for more than thirty (30) days 
at other place of storage or deposit, ex- 
cept in premises of transportation compa- 
nies or freight forwarders while awaiting 
transportation. 
D. Instrumentalities of Commerce, Trans 
portation or egy a yr me ’ 
whether movable or fixed (excluding build- 

ings, their furniture and furnishings) e.g., 

bridges, tunnels, pipe lines, unless fire, tor- 

nado, earthquake, riot and/or civil com- 
motion are the only hazards to be covered. 

Piers, wharves, docks and slips, exclud- 
ing the risk of fire, and other aids to navi- 
gation and transportation, against all risks. 

Personal Property Floater Risks 
. Covering Individuals. 

(a) Tourist and/or Personal Effects Float- 
er Policies, which policies shall ex- 
clude hazards while in the permanent 
residence of the assured. 

(b) Personal Fur Floaters. 

(c) Personal Jewelry Floaters. 

. Covering Individuals and/or Generally. 

(a) Fine Arts Floaters. To cover objects 
of art such as pictures, statuary, 
bronzes and antiques, rare manuscripts 
and books, articles of virtu, etc., but 
excluding stained glass windows and 
carved glass used for commercial pur- 


_ 


& 


-_ 
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poses. 

(b) Musical Instrument Floaters, exclud- 
ing household instruments not custo- 
marily moved from the assured’s prem- 
ises. 

(c) Radium Floaters. 

(d) Physicians’ and Surgeons’ Instrument 
Floaters. Such policies shall not cover 
instruments and professional equipment 
not commonly carried with the assured, 
nor furniture and/or fixtures. 

(e) Pattern Floaters, excluding coveragt 
on the assured’s premises. Be 

(f) Theatrical Floaters, excluding buildings 
and their improvements and _ better 
ments and furniture and fixtures that 


(Continued on Page 32) 
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CASUALTY AND SURETY 





Dinner To State Commissioners Was 


Happy Outstanding Social Event 


All Divisions of the Business Joined in Affair on Waldorf- 
Astoria Roof; Riley Only Scheduled Speaker; 


110 Leaders on Dinner Committee 


The dinner tendered by the insurance 
fraternity to members of the State In- 
surance Departments following the ses- 
sions of the National Convention of In- 
surance Commissioners, held in the Roof 
Garden of the Waldorf-Astoria Hotel on 
Wednesday night of last week, was one 
of the outstanding insurance social events 
in the entire history of the business. Fur- 
thermore, it was unique as there were 
no head table, no announced speakers, no 
seating arrangements, no formal invita- 
tions except to the commissioners. From 
the Insurance Departments there was an 
attendance of fifty. The representation 
from the New York Department was 
fourteen, headed by Superintendent 
George S. Van Schaick. 

The dinner furnished an opportunity 
for all branches of the business to get 
together for an evening of relaxation, a 
night to forget the troubles of the busi- 
ness, 


Prominent executives in fire, marine, 
life, casualty, surety, insurance law, in- 
surance journalism were seen at the 
tables, in addition to general agents, 
agents and others, and managers of 
many of the important insurance or- 
ganizations were also there. From Seat- 
tle, Wash., came C. C. Thompson, presi- 
dent of the National Association of Life 
Underwriters; from Birmingham, Charles 
L. Gandy, president of the National As- 
sociation of Insurance Agents; from 
Hartford, John Marshall Holcombe, man- 
ager of the Life Insurance Sales Re- 
search Bureau; from San Francisco, 
Francis V. Keesling, president of the Life 
Insurance Counsel. Supreme Court Jus- 
tice Albert Conway; Chairman of the 
Board F. W. Charske of the Union Pa- 
cific Railroad; Manager Charles Dewey 


of the Edgewater Beach Hotel, Chicago; 
Leo Sexton, Olympic shot put champion; 
and Eugene Homans, runner-up to Bob- 
by Jones in a golf tournament (both in- 
surance men) were among the guests, il- 
lustrating the wide variety. 

Commissioner Riley of Mississippi was 
the only scheduled speaker, being chosen 
by the commissioners to express their 
appreciation of the committee’s hospital- 
ity. The wit of the commissioners’ con- 
vention, he held the attention in an amus- 
ing fashion of the banquet for more than 
twenty minutes. He called upon only 
one speaker, Superintendent Van 
Schaick, who made a brief and happy 
acknowledgment. 

The musical artists were Wallace Cox, 
concert baritone; Marie Tiffany, former- 
ly of the Metropolitan Opera; Penelope 
Charske, Canadian contralto. Mr. Cox 
sang a good fellowship song with the 
Ben Bernie Orchestra; Madame Tiffany 
sang a number from the operetta “Du 
Barry”; Madame Charske sang a Vic- 
tor Herbert favorite. All helped to make 
the evening enjoyable. 

The full dinner committee consisted 
of 110 of the leaders of the business; 
and the committee on arrangements con- 
sisted of Henry E. North, Metropolitan 
Life; Orville Davies, General Insurance 
Exchange Corporation; Julian S. My- 
rick, Mutual Life; John A. Griffin, Fi- 
delity & Deposit; Major Andrew E. 
Tuck, Equitable Society; Richard Dem- 
ing, American Surety; E. M. Allen, Na- 
tional Surety; and Norman R. Moray, 
United States Casualty. 

The attendance was 392. Oscar of the 
Waldorf-Astoria did his share in help- 
ing to make everybody—committees and 
guests—happy. 





N. J. SURETY MEN MEET 





A. R. Sexton, Aetna C. & S. Secretary, 
Luncheon Speaker; J. F. Clark Again 
Nominated for President 

John F. Clark, Newark branch man- 
ager of the American Surety and New 
York Casualty, who has been president 
of the Surety Underwriters Association 
of New Jersey since its inception, was 
nominated for his fourth consecutive 
term in that office at the monthly lunch- 
eon meeting last week. Other officers 
nominated include Clyde W. Quick, 
Aetna Casualty & Surety, as vice-presi- 
dent; Ralph Hawkins, New Amsterdam 
Casualty, secretary, and Edward Charles, 
Indemnity Insurance Co. of North 
America and Alliance Casualty, treasurer. 

The executive committee nominations 
consist of C. J. Collins, Standard Acci- 
dent; Raymond Crowe, Loyalty Group; 
Paul Parris, Fidelity & Deposit; Thomas 
Graham, Fidelity & Casualty, and D. B. 
Lumpkin, Maryland Casualty. 

A. R. Sexton, secretary, Aetna Cas- 
ualty & Surety, the guest speaker at last 
week’s meeting, gave a timely talk on 
the current contract bond situation 
pointing to some of the present pitfalls 
facing underwriters in the handling of 
this line. 

Mr. Sexton reviewed the general ten- 
dencies which have developed during the 
past two or three years and which ma- 
terially affect the underwriting of con- 
tract bonds. He stressed that a great 
many contractors were over-extending 
themselves in types of work with which 


they were not experienced. This ten- 
dency is due to the fact that there has 
not been sufficient work in any one line 
to enable contractors to bid solely on 
lines in which they have experience. 

The point was made that although con- 
tractors are at the present time bidding 
with a low material market in their fa- 
vor the time is coming when they will 
be confronted with a reversed trend and 
will have to cope with a rising market 
on contracts which they took at deflated 
market prices. Those contractors who 
are unprepared for this change, Mr. 
Sexton said, will find themselves in a 
dangerous position. 

A favorable development, in the speak- 
er’s opinion, was the tendency of various 
public bodies to co-operate with the 
sureties in redrafting their bonds so that 
they will be equally fair to both parties. 





$2,700,000 CONTRACT BOND 


A performance bond of $2,700,000 has 
been arranged by the Aetna Casualty & 
Surety as originating company covering 
the George A. Fuller Co. of, New York 
which has been awarded the contract to 
build the Archives Building at Wash- 
ington, D. C. Its estimated cost is $5,- 
000,000. Several prominent companies 
have joined with the Aetna C. & S. as 
co-sureties. 





1933 SAFETY CONGRESS 
The National Safety Council will hold 
its 1933 annual safety congress on Oc- 
tober 2 to 6 in the Stevens Hotel, Chi- 
cago. 
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Elect John R. English 
C. & S. Club President 


AT ANNUAL CHRISTMAS PARTY 





New Vice-Presidents Are J. A. Diemand 
and Floyd N. Dull; Secretary-Treas- 
urer, F. H. Colquhoun 





John Robert English, vice-president, 


Standard Surety & Casualty, was elected 
president of the Casualty & Surety Club 
of New York at its annual Christmas 
party and entertainment held last night 





Bachrach 
JOHN R. ENGLISH 


at the Hotel Astor. Mr. English was 
welcomed to the platform by retiring 
President E. R. Lewis, United States F. 
& G., and was given a big hand by the 
club members. In keeping with the an- 
nual custom there was the minimum of 
speech-making at the affair and the max- 
imum of entertainment. 

As president of the club Mr. English 
will have associated with him John A. 
Diemand, Home Indemnity, elected first 
vice-president; Floyd N. Dull, Continen- 
tal Casualty, as second vice-president, and 
Fergus H. Colquhoun, Standard Surety 
& Casualty, as secretary-treasurer. The 
new executive committee is composed of 
John B. Clark, Eugene F. Hord, M. L. 
Jenks, J. Ives Barton and E. R. Lewis. 

A well known figure along William 
Street, President English began his cas- 
ualty and surety career twenty-two years 
ago with the Fidelity & Deposit in 
Washington, D. C., serving that company 
in various field capacities up until the 
World War, when he enlisted and saw 
service with the A. E. F.:on three battle 
fronts. Back in this country in 1919 after 
a year with the army of occupation in 
Germany, Mr. English rejoined the F. & 
D. Shortly thereafter he became a part- 


RELIEVE D. A. DAY OF FINE 





United States Judge in Jefferson City, 
Mo., Acts in Mail Fraud 


Case 
United States District Judge Albert L. 
Reeves at Jefferson City, Mo., has re- 
leased Darby A. Day, former insurance 
company executive, from the payment of 


$1,500 of the $2,500 fine assessed against 
him on November 4 following his con- 
viction on a charge of using the mails 
to defraud. 

Day paid $1,000 of the fine immediately 
after sentence had been passed by Judge 
Reeves and was granted thirty days in 
which to pay the balance. An order re- 
leasing him from the payment of the 
additional $1,500 was received from Judge 
Reeves on December 10. 

Day and Jerome B. McCutchan of St. 
Louis were found guilty of the mail 
fraud charge by a jury in the United 
States District Court at Jefferson City 
on October 26. McCutchan was sen- 
tenced to serve four years in the United 
State Penitentiary at Leavenworth, Kas. 
Their conviction grew out of their man- 
agement of the Chicago Fidelity & Cas- 
ualty Co. 

McCutchan is at liberty under a $10,000 
appeal bond. 





ENGINEERS HEAR HEINRICH 





New Business Conditions Make Indus- 
trial Accident Prevention More 
Important Than Before 


Present business conditions make ac- 
cident prevention in industry more im- 
portant than ever, and business manage- 
ment, realizing that wasteful procedure 
can no longer be tolerated, had better 
turn considerable attention to accidents, 
H. W. Heinrich, assistant superintendent 
of the engineering and inspection division 
of the Travelers, told the American So- 
ciety of Mechanical Engineers at its an- 
nual convention last week in New York. 

Mr. Heinrich outlined a plan for the 
prevention of avoidable accident injuries. 
Inasmuch as the special province of man- 
agement is the direction and control of 
employes, the correction of unsafe acts 
and likewise the prevention of accidents 
and injuries they create were said to be 
properly an inherent part of business 
management. Until management accepts 
this responsibility and initiates appro- 
priate procedure, industry must continue 
to be harassed by burdensome accident 
costs. 

The chief thing for management to do 
in order to start a safety program is to 
take notice of accidents, then consider 
them and act accordingly, said Mr. 
Heinrich. 





ner in Schenck & Schenck, Jersey City 
agency, resigning this post to join the 
Metropolitan Casualty as its New York 
City branch office manager. When the 
Standard Surety & Casualty was formed 
a number of years ago he was selected 
to be its bonding vice-president. 
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Counsel Fees Held : 
Not Recoverable 


DECISION ON APPEAL BOND 
New York Court of Appeals Also Con- 
siders Reformation of Burglary 
Policy to Fit Intent 








A landlord’s counsel fees for the ap- 
peal of a dispossess proceeding are not 
recoverable from the surety of ‘the ten- 
ant, where the surety had agreed to 
compensate the landlord for loss due to 
the appeal, it was ruled by the New York 
Court of Appeals in deRaismes v. 
Thomas and the American Surety re- 
cently. 

The surety’s appeal bond read that the 
company would be liable for a sum not 
to exceed $5,000. The order of dispos- 
session was upheld, and judgment against 
the surety was given not only for loss of 
possession during the time of the ap- 
peal, but also “damages and costs of the 
plaintiff” and counsel fees for the ap- 
peal, amounting to $3,000. The court 
held the last two claims to be allowed 
in error, and ordered a new trial. 

In another case, that of New York 
Auction Co., Inc., v. the United States 
Fidelity & Guaranty, the court held re- 
cently that a burglary policy should have 
been reformed to cover watchmen as 
custodians. 

There was a clause in the policy that a 
custodian must be on duty, and also a 
definition saying that watchmen would 
not be considered as custodians. The 
insured questioned the provision, as it 
had only watchmen on duty at night. 
However K. J. Mullen, assistant to the 
New York managers of the U.S. F. & G., 
wrote the insured that watchmen were 
covered, as he was so assured by the 
underwriters in New York City who had 
powers to issue policies. 

‘nen a loss occurred the company 
denied liability on the watchmen point. 
The special term court dismissed the 
auction company’s suit, and the judg- 
ment was upheld by a number of courts, 
all of which are now. reversed and a 
new trial ordered. The court of appeals 
ruled that the company, as officially rep- 
resented at New York, had fully intended 
to make the policy cover the watchmen. 





DEFERS DIVIDEND ACTION 





Continental Casualty Omission Explained 
by President Behrens; Points to 
Continental Assurance Progress 
The Continental Casualty will not take 
action on dividend payments until its 
regular meeting next March. In a letter 
to stockholders President H. A. Behrens 
points out that while the company’s ex- 
perience has improved and an aggressive 
business development campaign started 
the directors have decided that it would 
be wiser to defer dividend action and 
thus maintain “the strong financial base 

of the institution.” 

Because of the Continental Casualty’s 
large holdings in the Continental Assur- 
ance, President Behrens went into de- 
tail on the operations of that company, 
pointing out that its earnings from in- 
surance operations for the first nine 
months of 1932 were well in excess of 
the entire year’s dividends. Its new bus- 
iness shows marked improvement and 
more policy loans were repaid in Novem- 
ber than in any previous period. Its usual 
quarterly dividend of 50 cents will be 
paid December 31 to stockholders of 
record December 15. 





ASSOCIATE EXAM MAY 24-25 

The annual examination of the Cas- 
ualty Actuarial Society for those seeking 
the rank of Associate will be held on 
May 24 and 25, 1933. Candidates are 
urged by Richard Fondiller, secretary- 
treasurer, to file their applications im- 
mediately and not delay until the early 
part of February. Upon request the 
pamphlet, “Recommendations for Study,” 
giving past examination questions, will 
be furnished candidates without charge. 





CANADIAN PROMOTIONS 





“Phoenix” Casualty Group Makes Leon- 
ard Weightman Ass’t Manager and Don- 
ald Taylor Secretary; Their Careers 


Two important appointments have been 
made by the “Phoenix” casualty group 
in Canada which consists of the Phoenix 
Assurance, London Guarantee & Acci- 
dent and Union Marine & General. They 
are Leonard Weightman, who has been 
named assistant casualty manager, and 
Donald Taylor, who has been selected as 
the casualty secretary for Canada to the 
group. Both will make their headquar- 
ters in Toronto. 


An old London Guarantee man Mr. 
Weightman has been giving attention to 
the group’s foreign casualty affairs from 
the London head office prior to this time. 
Last year when the Phoenix extended 
its activities to transact all casualty lines 
and the Union Marine & General en- 
tered Canada to write these lines Mr. 
Weightman spent ten months in the 
provinces in connection with the reor- 
ganization of the Phoenix group’s cas- 
ualty field force. Arising out of this or- 
ganization the directors in London have 
now asked him to come to Canada to 
help Manager George Weir as assistant 
casualty manager. 

Donald Taylor, new casualty secretary, 
for many years in the Canadian field, 
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joined the London Guarantee in 1918 
after some time spent in agency and 
brokerage work. Four years later he be- 
came chief accountant for the company 
in which capacity he has acted until the 
present time. He was the organizer of 
the casualty educational branch of the 
Insurance Institute of Toronto and acted 
as its secretary for four years. Mr. 
Taylor is also well known as a stamp 
collector. 





NAT’L COUNCIL MEMBERSHIP 


The National Council on Compensation 
Insurance has now a total membership 
of ninety-eight carriers of which seventy- 
one are stock companies, eighteen mu- 
tuals, four state funds and five recipro- 
cals. Nine companies resigned this year 
and three companies joined the Council. 


| 








United States Fidelity & Guaranty Co 
with which is affiliated 
Fidelity & Guaranty Fire Corp. 
Home Offices: Baltimore, Md. 





MAINE AGENTS MEET 


The annual meeting of the Maine As- 
sociation of Insurance Agents was held 
recently at the Falmouth Hotel in 
Portland. The speakers included Sec- 
retary-Counsel Walter H. Bennett of the 
National Association of Insurance 
Agents, and John J. Hall of the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters. 








readjustment. 








The country is emerging from the depression of the past three 
years, just as it has emerged from other periods of economic 


The American Surety Group pays tribute to the loyalty and 
untiring effort of insurance agents who have contributed to the 
recovery, and extends to them cordial greetings of the season 
and best wishes for the New Year. 
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On the Production “Firing Line” 








Action-Urging Telegrams As Help — 


In Solving Collection Problems 


How enterprising insurance agents are 
making good use of telegrams not only to 
stimulate new business but, more impor- 
tant at this time, to collect delinquent ac- 
counts is interestingly told in the current 
Messenger, monthly publication of the 
Aetna (Fire) group. The article follows 
in part: 

Because the telegram commands at- 
tention, because it is short and to the 
point and because it urges action, it can 
be employed to great advantage now 
when collections are more than ever one 
of the chief agency problems. 

How this can be done is best illus- 
trated bv several actual cases. Designed 
to assist policyholders with their pay- 
ments, the practice of extending credit 
on automobile insurance is no small part 
of many agents’ collection troubles. To 
keep installment payments in line a 
Springfield, Mass., agent recently started 
the practice of sending a telegram to 
every delinquent policyholder as soon as 
the premiums became past due. The 
plan, tried at first with a book of 122 
messages, was so successful that the 
agent has arranged with the telegraph 
company for a monthly file of 150 or 
more messages. 

Night Letters Used Effectively 

In Ridgewood, N. J., an agent with a 
severe case of overdue accounts experi- 
mented with night letters. The results 
were so heartening that he now uses 
them regularly and reports that the re- 
sponse is the best he has ever received. 

Last December an Appleton, Wis., 
agent found his accounts in such shape 
that he could not possibly make personal 
pleas before the first of the year. He 
wired these laggard accounts, requesting 
payment of premiums by the first of 
January. Within one week he received 
remittances from 85% of them. 

Opening Up New Business 

In the matter of opening up new busi- 
ness the telegram can be made equally 
as effective as in collecting past-due ac- 


counts. The possibilities are by no 
means exhausted with the following ex- 
amples; they are limited only by an 
agent’s ingenuity in devising new leads 
and his requirements. 

Agents given to sending holiday and 
anniversary greetings find the telegram 
an attention compelling medium. One 
sent twenty of his policyholders holiday 
greetings costing $4.60, brought in $17,- 
000 new business and, according to him, 
made a lasting, favorable impression on 
all the recipients. 

Six telegrams, sent by a Pratt, Kansas, 
agent suggesting insurance policies as 
Christmas gifts, sold $6,000 worth. 

Receiving twenty-four acknowledg- 
ments thanking him’ for sending them 
Easter greetings by telegram, out of one 
hundred sent, a New York agent feels 
that he will book considerable new busi- 
ness because of the good will created by 
these messages. 

Sends Telegrams After Fires in Town 

Whenever a fire occurs in the com- 
munity of a Massachusetts agent he 
sends telegrams to the people in the 
vicinity of the fire referring to the in- 
cident and suggesting the advisability of 
more complete insurance coverage. Re- 
sults have justified the cost. Automo- 
bile owners who have failed to take out 
or renew their automobile insurance are 
nailed by a Dover, Ohio, agent who 
sends appropriate telegrams to members 
of the local automobile club. This agent 
tried out the plan by filing only a few 
messages. The experiment proved so 
effective that he has continued to file 
books of telegrams in steadily increas- 
ing numbers. 

The purpose of another plan, used by 
a Tampa, Fla., agent, is not direct sales 
but the establishment of good will which 
later mav be capitalized upon for solici- 
tation. This agent sends messages of 
welcome to all newcomers to Tampa 
whose names and addresses are readily 
available. Subsequent returns have ex- 
ceeded expectations. 





Utah Governor U. S. F. & G. Agent 


Henry H. Blood, Governor-elect of 
Utah, has been an agent of the United 
States F. & G. at Kaysville, Utah, for the 
past twenty years. At the time of his 
appointment as agent, says U. S. F. & G. 
Bulletin, he was in the banking and 
milling business. In 1917 he entered pub- 
lic life and made an enviable reputation 
as chairman of the Utah Public Utilities 
Commission and later as state roads 
commissioner. 





S. D. ROSAN RE-ELECTED 


_ Samuel D. Rosan was re-elected pres- 
ident of the Brownsville & East New 
York Insurance Brokers Association for 
the fourth consecutive term at its meet- 
ing last week. Other officers elected 
were: Saul T. Levine, Jacob Lack and 
Moe Werbelovsky, vice - presidents; 
Philip Allen, secretary, and Benjamin 
Oginz, treasurer, for his second term. 
Che association decided to hold its sev- 
enth annual dinner and dance on Janu- 
ee 





MICHIGAN AGENCY DECISION 


Deputy Insurance Commissioner H. B 
Corell of Michigan states that the In- 
surance Department there will not adopt 
‘i general rule on the granting of agents’ 
licenses to former agents who have gone 
through bankruptcy but will act on each 
case on its own merits. Adoption of a 
veneral rule might result in injustice in 
individual cases. 


MAKES KEMPER GROUP TIEUP 

The Glen Cove Mutual of New York, 
one of the oldest companies in the state, 
has affiliated itself with the Lumbermens 
Mutual Casualty of Chicago. Under the 
plan adopted James S. Kemper, Lumber- 
mens’ president, becomes president of 
the Glen Cove with J. W. Townsend, for- 
mer president, and H. G. Kemper as vice- 
presidents. Karl E. Greene continues as 
secretary and managing underwriter, and 
J. T. Haviland as treasurer. The Glen 
Cove, which is now doing business in 
twenty-four states, will continue to op- 
erate from its New York home office. 





N. J. AGENTS ON COMMITTEE 

William F. Turner of Van Houten & 
Sherwood, Jersey City, and president of 
the Hudson County Underwriters Asso- 
ciation and Harvey B. Nelson, Jr., of 
the Nelson &.Ward agency, head the 
insurance committee of the Allied Aid 
Appeal of Jersey City. The purpose of 
the organization is to collect funds to 
relieve unemployment. 





BUDGET A. & H. POLICY SOON 


A new contract, called the Budget ac- 
cident and health policy, will soon be 
put on the market by the Continental 
Casualty. It is described as “another im- 
portant step in the commercial accident 
and health program of providing policies 
easy to sell today.” 


Golden Gate Bridge Project 


Considerable interest centers in the 
insurance aspects of the big Golden 
Gate bridge project, linking San Fran- 
cisco and Marlin counties. Contracts 
for construction jobs totaling more 
than $23,000,000 have already been let, 
sureties selected, and actual work on 
the project was scheduled to begin this 
week with a gala ground breaking cer- 
emony. One of the most active lead- 
ers in the project is Francis V. Kees- 
ling, West Coast Life vice-president 
and general counsel, who was in New 
York last week presiding over the an- 
nual meeting of the Association of 
Life Insurance Counsel as its presi- 
dent. Mr. Keesling is chairman of the 
building committee and a director of 
the Golden Gate Bridge and Highway 
District. 

Very much in the picture is J. R. 
McKinney, Pacific Coast manager of 
the Massachusetts Bonding, the origi- 
nating company on all of the bonds 
which will be required. Mr. McKin- 
ney heads a group of surety under- 
writers of northern California consist- 
ing of the following which has had 
frequent conferences with the bridge 
directors: Guy L. Stevick, vice-presi- 
dent, Fidelity & Deposit; Earl Davis, 
Pacific Indemnity manager; Edwin C. 
Porter, United States F. & G. man- 
ager; A. C. Posey, Hartford Accident 
manager, and Samuel Webster, Mary- 
land Casualty manager, all at San 
Francisco. 











WOULD-BE ABDUCTOR HELD 





Youth Sought $5,000 from R. R. Dearden, 
Jr., Insurance Editor on Kid- 
napping Threat 

A twenty-one year old unemployed 
youth was trapped Monday afternoon in 
Oak Lane, fashionable suburb of Phila- 
delphia, in an attempt to extort $5,000 
from Robert R. Dearden, Jr., editor and 
publisher of the United States Review, 
on threats of kidnapping his talented 19 
year old daughter, Bernice. The pris- 
oner, who turned out to be not at all of 
the gangster type despite his death 
threat notes to Mr. Dearden, has been 
held in $15,000 bail for the action of the 
Grand Jury in Philadelphia. 

Two letters were received by Mr. 
Dearden asking that five $1,000 bills be 
deposited in a designated spot on Mon- 
day afternoon. An envelope with a few 
$1 bills and other papers was prepared 
and placed according to directions. De- 
tectives watched the spot and after three 
hours the writer of the letters, James 
Sallee, walked past. His actions aroused 
suspicion and he was placed under ar- 
rest. He confessed readily. The affair 
has attracted widespread publicity in 
Philadelphia and nearby cities. 


PLAINFIELD, N. J.. SAFETY DRIVE 


Sponsored by Local Agents’ Ass’n; 24 
Civic and Business Groups Co- 
operating; Free Auto Inspections 

Impressed by the successful Bergen 
County, N. J., automobile accident drive 
last summer, the city of Plainfield, N. J., 
is now staging a Save-a-Life campaign 
of its own, sponsored by the agents’ as- 
sociation there, which has had the gen- 
erous support of twenty-four civic and 
business organizations, With the help 
of Dr. Herbert J. Stack, safety super- 
visor, National Bureau of Casualty & 
Surety Underwriters, and Carl - H. 
Bloecher, president, Bergen County As- 
sociation, the drive got off to a good 
start on October 24 and will run for at 
least four months. 

Three prominent members of the 
Plainfield Association of Insurance 
Agents are occupying important posts on 
the general committee selected to guide 
the activities. They are Harvey R. Lin- 
barger, general chairman; Wm. G. Mc- 
Dowell, vice-chairman, and Leslie Slo- 
cum, secretary-treasurer, who made the 
original suggestion for the campaign. In 
addition there are the following sub- 
committees: advisory, publicity, poster, 
school education, speakers’ bureau, auto- 
mobile inspection, billboard, parent- 
teachers and church. To add weight 
and prestige an advisory committee was 
also named on which the mayors of the 
city and borough and fourteen other 
prominent citizens.are serving. . 

The first efforts of the campaign were 
given to automobile inspections and 
during the two-week period ending No- 
vember 5 a safety lane, approved by 
State Motor Vehicle Commissioner Hoff- 
man, was operated. More than 5,000 cars 
were examined there for defects; 2,828 
of them were found satisfactory. A total 
of 1,632 cars passed the test on re-ex- 
amination indicating that this number, 
defective prior to the campaign, are now 
safe to drive. 





EGLOF’S LOUISVILLE TALK 


John H. Eglof, Travelers agency super- 
visor, was a recent speaker before the 
Louisville advertising club taking as his 
subject, “The Importance of Insurance in 
Times of Adversity.” Mr. Eglof said that 
cash benefits of more than $4,500,000,000 
were received last year the American 
public. He further said that the purpose 
of insurance is to make the uncertain 
certain and that in adversity good judg- 
ment dictates that certainties should be 
substituted for uncertainties. 


REVOKES LICENSES 
Superintendent of Insurance George S. 
Van Schaick of New York has revoked 
the licenses of Alexander B. M. Pain, 
314 East Tremont Avenue, Bronx, New 
York; and of Edward F. Lawrence, Mt. 
Kisco, N. Y. 








Aetna C. & S. Emphasizes Need For : 
Trained Agents in Casualty Selling 


W. L. Mooney, vice-president, Aetna 
Casualty & Surety, talked to the point 
recently on what he calls an over-produc- 
tion of untrained agents in the casualty 
field, his feeling being that there are not 
now enough agents qualified to give com- 
petent and expert advice. For this rea- 
son it has been gratifying to Mr. Mooney 
to have so many men attend the train- 
ing schools for commissioned producers 
which the Aetna home office has been 
giving in the past few months. The next 
class, scheduled for January in all prob- 
ability will number about sixty-five, 
equalling the enrollment of the one which 
finished a few weeks ago. In most cases, 
says Mr. Mooney, these men have been 
more or less specializing in one or two 
casualty lines but now are devoting their 
efforts to all lines, having seen a definite 
trend developing among buyers of in- 
surance to centralize all of their policies 
with a single agent. 


In addition to its training school the 
Aetna Casualty & Surety pcints to a 
larger enrollment this year for its cas- 
ualty and surety correspondence course 
than in any previous year. The 1931 rec- 
ord of 13,700 lessons submitted has al- 
ready been equalled in the first seven 
months of 1932. A conservative esti- 
mate for the entire year places the total 
number of lesson papers at about 23,000. 
It is noted that the interest in this 
course has not been confined to new 
agents but includes those with as many 
as twenty-five years’ successful experi- 
ence. Some have even enrolled their em- 
ployes, one example being a large mid- 
west agency recently appointed Aetn: 
renresentatives, which immediately en 
rolled its entire personnel of fifty-five in 
cluding officers. 

There are now about 2,000 agent 
taking the course from all states. th- 
majority of whom are taking all of tk 
lessons. 
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Reconciled to Higher 
Cook County P.G. Rates 


CHICAGO BROKERS GIVE VIEWS 





Necessity For Increases Pointed Out by 
Bureau Secretary; Unfavorable As- 
pects of 50-50 Plan Discussed 





Apparently reconciled to the recent 
boost in Cook County plate glass rates 
where window smashing has become a 
profession for nefarious racketeers not a 
few Chicago brokers and agents have 
turned philosophical within the past week 
and have admitted that from the com- 
pany standpoint such action was only 
reasonable in view of unprecedented 
claim experience and huge loss ratios. 
The brokers had hoped some weeks ago 
to forestall drastic rate increases by of- 
fering the companies reduced commis- 
sions in lieu of the proposed new sched- 
ule. While this was frowned upon by 
many as following the precedent already 
set by compensation conmmission cuts the 
view was expressed that of the two com- 
mission reductions would do more all 
around good. Company officials, how- 
ever, deny this and point out that such 
reductions would hardly affect the ever- 
increasing loss ratios. 

John Lawlar, secretary of the Cook 
County Plate Glass Insurance Bureau, 
explains that rate increases, not intended 
to put the business on the profit side of 
the ledger, were decided upon to absorb 
as much as possible of the red ink now 
on company loss reports. It is intended 
to give a healthier balance, and the al- 
truism of the agents and brokers by of- 
fering commission cuts would not have 
this effect. 

Continuance of 50-50 Plan Not Healthy 

While some non-bureau companies con- 
tinue to write plate glass business at the 
old rate and will issue policies on the 
50-50 plan, Mr. Lawlar explained, it can 
be understood readily why the old rates 
and the 50-50 plan are not healthy to 
continue. The retention premium of 50% 
made insureds reluctant to notify com- 
panies of small breaks or cracks which 
would accumulafe from year to year until 
the glass was totally wrecked due to 
ordinary strain on the weakened light. 

Furthermore, the denial of claims on 
a year to year basis made the loss re- 
ports look good, but the inevitability of 
claims on a 50% retention premium 
knocked this good claim experience out 
of kilter when the claim was presented. 

Two prominent plate glass companies, 
the United States Fidelity & Guaranty 
and the New Amsterdam Casualty, have 
joined the Cook County Bureau within 
the past week, indicating their adherence 
to the recent rate increases, Mr. Lawlar 
announced. 





SPECTATOR’S NEW VOLUME 


“Casualty Insurance by States” Pub- 
lished as Separate Edition of Year 
Book; Has New Features 
The “Casualty Insurance by States” 
feature of the Spectator Company’s In- 
surance Year Book came out this week 
as a separate volume instead of being a 
section of the year book. This change 
has been made as a matter of conven- 
ience for subscribers who make constant 

use of the material presented. 

In this volume premiums received, 
losses paid and ratios thereto, of all 
types of carriers are shown by states 
thus giving the underwriting executive 
the comparative experience of his com- 
pany in a particular territory. The re- 
sults of these carriers in all the individ- 
ual casualty lines are also given for each 
state while a further summary is pre- 
sented giving the grand aggregates for 
all casualty lines in the state. This 





year’s edition also has as an added fea- 
ture a summary of all states by all lines. 











Recent Court Decisions 
Compiled by John Simpson 








Author, “The Law Relating to Automobile Insurance” 


Complications Over Lemonade 
Drink 


An employe, although* he was out of 
his employment when he left his em- 
ployer’s premises to get a drink of lem- 
onade (Clark v. Voorhees, 231 N. Y. 14) 
was within the course of his employment 
when ascending the stairway leading to 
his employer’s premises to perform the 
duties of his employment by a way pro- 
vided by the employer, the New York 
Appellate Division holds, in Kantor v. 
William Armstrong Pub. Co., 258 N. Y. 
S. 488, affirming an award under the 
workmen’s compensation act. 


* * * 


Should Have Mailed Cancelation in 
Ordinary Letter 


Attempt to mail a notice of cancelation 
of an accident policy by registered mail 
to a certain person at an address is not 
necessarily enough to legally cancel the 
policy, although mailing the notice in reg- 
ular letter fashion, so that it would be 
forwarded, would cancel the policy even 
if the letter were not received, under a 
recent New Jersey decision. 

In Werner v. Commonwealth Casualty 
Co., New Jersey Court of Errors and 
Appeals, 160 Atl. 547, May Werner and 
her husband sued to recover from the 
insurance company for injuries caused by 
an insured under a liability policy. 

The policy provided that “notice of 
cancelation in writing, mailed to or de- 
livered at the address of the insured as 
given herein, shall be a sufficient notice.” 
The company sent a cancelation notice 
to the insured at his address in a reg- 
istered letter, with a return receipt by 
the insured being necessary. The letter 
was returned as unclaimed. 

The company protested that this was 
sufficient to cancel the policy, but the 
court held that if the cancelation had 
been sent by ordinary mail, no receipt 
necessary, it would have been forwarded 
to the insured. Since the insurance com- 
pany had not made such second attempt 
to reach the insured, the cancelation was 
not properly mailed and the policy not 
canceled. 


* * * 


Former General Agent Still Had 
Authority in Effect 


The fact that the owner of building 
covered by a completion bond does not 
know that the general agent who wrote 
the bond is no longer in authority makes 
the general agent, in effect, still the sure- 
ty company’s general agent, and action 
that the owner has made in accordance 
with the general agent’s instructions can- 
not be considered breach of contract, the 
Circuit Court of Appeals, Eighth Circuit, 
has held in Hall v. Union Indemnity, 61 
F. (2d) 85. 

The owner had been guilty of breach 
of contract in paying labor for comple- 
tion of the building after the contractor’s 
default, but he did so under instruction 
from the general agent. The owner had 
not been notified of the revocation of the 
agency. 

The court ruled that after the general 
agent’s contract was revoked he had no 
actual authoritv to bind the company in 
his dealings with the owner with respect 
to the bond (which he had himself writ- 
ten) nor did he have implied authority, 
since implied authority is actual author- 
ity circumstantially proved. His actual 
authoritv had been revoked. and with it 
his implied anthority. but his anparent 
authority, so tar as the owner was con- 
cerned, remained unimpaired. In_ his 
dealings with the owner he was still, in 
effect, the company’s general agent. 


Heat Stroke Not Covered 

The Ohio Court of Appeals,’ Ridgeley 
Protective Ass’n v. Smith, 182 N. E. 345, 
holds that under a clause in a policy 
covering death from “accidental injuries 
due to violent external and involuntary 
causes,” the insurer was not liable for 
the death of the insured resulting from 
heat stroke sustained while working in a 
very hot place handling hot iron blocks 
and dragging heavy boxes of metal 8 or 
10 feet. 

: & & 

Contractor Not County Employe 

A contractor is not an employe, and a 
contract with a county to rebuild a high- 
way bridge calling for no part of the 
work to be done by the contractor him- 
self, he having the entire control of the 
men performing the work, was held by 
the Ohio Court of Appeals, Industrial 
Commission v. Henderson, 182 N. E. 603, 
to be a contract for a job of work and 
not a contract for hire, although the work 
was to be done according to plans and 
specifications prepared by and under the 
supervision of the county engineer. The 
party so contracting was a contractor and 
not an employe of the county and could 
not claim compensation for the fracture 
of a leg by falling from a pile of stones. 


Material Not Covered by Perform- 
ance Bond 

A provision in a contract between a 
construction company and a city for the 
construction of a highway and bridge 
whereby the construction company agrees 
“to furnish and deliver all the materials 
and to do and perform all the work” nec- 
essary to complete the undertaking is 
not the equivalent of a promise to pay 
sub-contractors so as to make the surety 
liable to materialmen on a bond condi- 
tioned upon performance of the contract, 
the New Hampshire Supreme Court 
holds in Mason v. Portland Const. Co., 
180 Atl. 477. 


* * * 
Must Separate Suits 
The Pennsylvania Supreme Court, 


in Commonwealth (for McKenna) v. 
Hartford Accident & Indemnity Co., 306 
Pa. 513, holds that a single action can- 
not be maintained on two separate bonds 
given by a highway contractor to differ- 
ent parties on separate contracts with 
such parties, the state and a borough, for 
their respective parts of the work of pav- 
ing a highway. 
* * 

Returning to Plant From Outside Job, 

Tniuries to a pine fitter in a cotton mill 
who had been directed to do some out- 
side work and then return to the mill 
and who was run down by an automobile 
when he stepned out of a street car in 
returning to the mill were held by the 
Lonisiana Supreme Court to arise “ont of 
and in course of employment” in Hern 
v. Southport Mill. 174 La. 432, 141 So. 19. 

*x 


Truckman Hurt Between Jobs 

A truckman hired to haul machinery 
from a specified point to another for a 
stipulated sum was not injured by an 
accident “arising out of or within the 
scope of his employment” when his truck 
overturned while he was on his way from 
the employment of a former employer to 
the starting point to get the machinery. 
Thompson v. Glen Hill Gravel Co., Lou- 
isiana Court of Appeal, 141 So. 797. 


AGENT FOR PRESIDENT HOOVER 

W. F. Hyde, who represents the Mary- 
‘and Casualty at Palo Alto, Cal., has the 
unusual distinction of handling a number 
of insurance policies for President Her- 
bert Hoover which are written in the 
Maryland. Mr. Hyde is also the author- 
ized insurance representative of the city 
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do not travel about with theatrica| 
troupes. 

(g) Film Floaters, including builders’ 1isk 
oe the production and coverage on 
completed negatives and positives end 
sound records. 

(h) Salesmen’s Samples Floaters, excluding 
coverage on the assured’s premises. 

Wedding Presents 

(i) Wedding Present Floaters for not ex- 
ceeding ninety (90) days after the date 
of the wedding. 

(j) Jewelers’ Block Policies, including fur. 
niture, fixtures, tools and machinery of 
the assured. 

(k) Exhibition Policies on property while 
on exhibition and in transit to and/or 
from such exhibitions. 

(1) Horse and Wagon Policies covering 
wherever horses or other animals, 
wagons and equipment may be. 

(m) Installation Risks covering loss to 
seller on account of physical damage 
to the property. Such policies shall 
cover articles of machinery or equip- 
ment only during the period of in- 
stallation and testing. 

(n) Movable Equipment Floaters, e.g., con- 
tractors’ equipment, mechanical sales 
devices, storage batteries; stevedores’. 
divers’ and undertakers’ equipment and 
other property of a mobile or floating 
nature, not on sale or consignment. or 
in the course of manufacture, which 
has come into the custody and/or con- 
trol of parties who intend to use such 
property for the purpose for which it 
was manufactured or created. 

Such policies shall not include coverage of 
storage risks at premises controlled or leased 
by the assured, except where purely incidental 
to the regular or frequent use of the equip- 
ment or property. 

(o) Miscellaneous Movable Articles Float- 
ers. e.g., outboard motors, parachutes 
and balloons, scientific and surveyors’ 
instruments, harvesters; articles for 
sport and recreation, musical scores and 
orchestrations and other property of a 
mobile or floating nature: not on sale 
or consignment, or in the course of 
manufacture, which has come into the 
custody and/or control of parties who 
intend to use such property for the 
purpose for which it was manufactured 
or created. such policies to contain an 
itemized list of articles insured. with 
description and amount or value of 
each. 

(p) Property in transit to and/or from and 
and while waiting for or undergoing 
processing in bleacheries or fumigato- 
ries or on premises of dyesters, throw- 
sters and other similar processors wntil 
delivered to storage warehouses or final 
place of delivery contemplated at the 
time shinment was made. 

Provided. however, that such policies 
shall not cover bailee’s property at his 
premises. 
Installment Sales Policies. Policies 
covering pronerty sold wnder condi- 
tional contract of sale. nartial payment 
contract, installment sales contract, or 
leased. Such nolicies mnst cover in 
transit hut shall not extend beyond the 
termination of the seller’s or lessor’s 
interest. 

(r) Street clocks and illyminated signs. 

(s) Bailee’s Customers Policies covering 
personal nronerty of customers. Sch 
nolicies shall cover in transit and dur- 
ing process at e.g., laundrymen’s. dvers’ 
and cleaners’ premises, provided. how- 
ever, that such policies shall not cover 
hailee’s pronerty at his premises. 

(t) Furriers and/or Fur Storer’s Custom- 
er’s Policies (i.e., policies under which 
certificates and/or receints are issued 
by furriers and/or fur storers) cover- 
ing specified garments the nronerty of 
customers. but only while in the cus- 
tady of the furrier and/or fur storer. 

(u) Silverware floaters. excluding the per- 
manert residence of the assured. 

Non-Marine Risks 

TT. Marine and /or transportation nolicies shall 
rot cover property under the following condi- 
tions: 

A. Storage of assured’s merchandise, except 

as hereinhefore provided. 

B. Merchandise in course of mannfacture. the 
pronerty of and on the premises of the 
mannfacturer. 

C. Furniture and fixtures in use, or improve- 
ments to buildings except as provided 
ahove. 

D. Fire risk on all building materials while 


~ 


(q 


in course of erection after seller’s interest 


erases. 
E. Fire or other risks on merchandise in ner- 
manent location. sold under nartial pay- 
ment. contract of sale. or installment sales 
contract. which involves protection of the 
nurchaser’s interest after seller’s interest 
ceases. 
F. Ricks on moneys and /or securities in safes. 
vanlts. safetv denosit vaults. hank or as: 
sured’s premises, except while in course of 
teansnortation. 
Nothing hereinhefore contained shall he 
construed ta nermit the se of the nolicv 
Lnown as “The Personal Pronerty Floater” 
sometimes referred to as “The Hownseheld- 
er’s Comnrehensive” or any other policy 
svhstantially the equivalent thereof. 
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of Palo Alto. He was a recent visitor 
to the Baltimore home office of the 
Maryland. 
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Claim-Fraud Gang On 
Coast Is Broken Up 

LEADER JAILED FOR 7 YEARS 

Federal Authorities Helped by National 


Bureau in Getting Evidence; 
23 Pleaded Guilty 








Claim racketeering received a heavy 
jolt in the states of Washington and 
Oregon when a Federal court judge 
in Seattle sentenced to prison Wil- 
liam L. Foster, ringleader, and twenty- 
two members of a band alleged to have 
swindled casualty companies out of thou- 
sands of dollars with fake auto claims. 
The band pleaded guilty when faced 
with evidence that they had misused the 
United States mails. Foster will spend 
the next seven years at McNeil Island, 
the Federal prison for the district. Six 
other alleged members of the band have 
elected to stand trial and of the remain- 
ing four one is in a hospital as the re- 
sult of a genuine accident. 

The break-up of the so-called Foster 
gang is due to the work of Federal au- 
thorities, the police and the Pacific Coast 
Index Bureau, which is connected with 
the branch office of the National Bureau 
of Casualty & Surety Underwriters at 
San Francisco. It has taken more than 
two years to establish evidence against 
the gang because all of the thirty-three 
persons involved were in the main rep- 
utable citizens of the communities in 
which they lived; none had criminal rec- 
ords, and in many instances they were 
husbands and wives. A unique aspect of 
the case is that Foster, according to sev- 
eral who pleaded guilty, deliberately or- 
ganized the conspiracy after several 
years’ study of the legal and medical 
aspects of claims. 


How Foster Operated 


After retiring as a locomotive engineer 
on logging railroads Foster took up the 
subject of fraudulent claims seriously, 
learning the best procedure against the 
companies’ claim departments. He 
grounded himself in medicine enough to 
know how injuries could be simulated 
and drugs employed to give the appear- 
ance of shock and convulsion. He then 
enlisted his wife, son and other members 
of the family, neighbors and their friends 
in many communities. Soon the com- 
panies found themselves beset by claims 
as the result of accidents that never hap- 
pened. One of his stunts was to have 
one of his band insure an automobile 
for P. L. and P. D., pay the premium and 
then stage an accident. Where neces- 
sary he would inject belladonna into the 
supposed victim to give the appearance 
of shock. His or her face would also 
be sandpapered to simulate abrasion, or 
a club would be used to give the appear- 
ance of heavy bruises. 

In addition tu Foster’s term of seven 
years his wife was jailed for two years, 
his son put in a Federal road camp for 
six months and his daughter-in-law sen- 
tenced to fifteen months’ imprisonment 
which was suspended. Four married cou- 
ples were among those sentenced but 
where there were small children at home 
the judge suspended execution of the 
sentence, and placed the women on pro- 
bation. 





FEATURE TELEPHONE GIRLS 

A new way of handling the often mo- 
notonous telephone directory folder has 
been demonstrated by the publicity staff 
of the Royal and Eagle Indemnity com- 
panies. On the front cover of two di- 
rectory circulars recently sent out clever 
photographs of telephone girls in 
action at the switchboard are featured. 
Thus the desired human interest effect 
is produced. Numerous requests for 
these circulars are reported. 


HEAR J. A. MATTHEWS 
John A. Matthews. New Jersey attor- 
ney for the General Accident, was the 
guest speaker at this week’s luncheon 
meeting of the Casualty Underwriters’ 
Association of New Jersey. His subject 
was “Ambulance Chasing.” 
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Unquestioned Financial Stability 
Unique, Convenient Policies 
Complete, Efficient Service 


All Modern Coverages 


Combination Automobile Policy, Combination 
Residence Policy and Complete Golfer’s Policy 


issued jointly with allied fire companies. 


Malingering Claimants 
Seen as A. & H. Danger 

R. H. BRUSOE VIEWS SITUATION 

Commercial-Metropolitan Casualty Man- 


ager Cites Unemployment as Cause; 
How to Meet Problem 








The increasingly difficult problem of 
how to handle properly and control the 
bothersome and unusual accident and 
health claims which all companies writ- 
ing this line have been faced with this 
year is discussed from all angles by R. 
H. Brusoe, superintendent of accident 
and health claims of the Commercial and 
Metropolitan Casualty in the current 
Fieldman. Mr. Brusoe cites the unem- 
ployment situation as directly responsible 
for the situation, particularly in respect 
to malingering claimants which he views 
as “our greatest problem today.” A\l- 
though fraudulent or unmeritorious cases 
are more in evidence now than in past 
years he sees this class of claims con- 
stituting only a small percentage of the 
volume of claims presented. 

In Mr. Brusoe’s opinion there is only 
one solution to this claim problem and 
that is to investigate promptly and thor- 
oughly. He suggests to agents: “When 
you receive notice that a policyholder is 
disabled make it a point to see this claim- 
ant just as soon as possible after you 
get the notice. By doing this you will 
immediately verify his disability and dis- 
cover its cause. If there is any question 
about total or partial disability existing 
you are in position to have an examina- 
tion made by one of the company’s phy- 
sicians without delay.” Acting in this 
manner the agent or adjuster is able to 
familiarize himself with the various and 
most common causes of disability and 
the duration of time that they normally 
last. 

Policies Taken Out on Speculation 

While the average claim might appear 
to be entirely in order on the surface 
Mr. Brusoe has found that many times 
of late policies have been deliberately 
taken out on speculation. In other words, 
for the sole purpose of presenting a claim 
a short time after the insurance is ac- 
quired. Sometimes, he says, the insured 
is afflicted with a condition which he 
knows sooner or later will necessitate 
an operation; therefore, he gets a policy 
to protect himself. He may also acquire 
one or several policies from various com- 
panies with the sole purpose of having 
some kind of an accident for which he 
can collect single indemnity, or, in many 
cases, double indemnity. 

Thus, Mr. Brusoe urges that every 
pending claim be watched with extreme 
caution during this particular season. He 
says: “I do not believe that the average 
agent is spending perhaps quite as much 
time on his production efforts as he pos- 
sibly has in the past. With this addi- 
tional time he can well devote himself 
to the investigation of his claims. I am 
entirely confident that if we investigate 
our claims promptly we can materially 
reduce our loss ratios even in the face 
of the present unemployment period.” 

Although the policy of his home office 
is to pay every legitimate claim prompt- 
ly regardless of whether the claimant 
is disabled a month or a year, Mr. Bru- 
soe emphasizes that if the insured does 
not have a job to resume at the termi- 
nation of his normal period of disability 
his claim should cease whether work is 
resumed or not. If a claim is presented 
by the insured and he is temporarily un- 
emploved, and the cause of the alleged 
disability is something that would not 
disable him if he were employed, Mr. 
Brusoe feels that such a claim should be 
declined. 


30 YEARS WITH AETNA CO’S. 

Albert N. Hale. automobile department 
superintendent of the Aetna Life & Af- 
filiated Companies, recently completed 
thirty years with the organization. Mr. 
Hale has held this post since 1922 having 
previously been assistant superintendent 
of the department for four years an 
before that assistant manager in the 
Springfield, Mass., branch. 
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